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Retaliatory Threats 
Against New York 
Seen in Letters 


Commissioners Write to New York 
Lawyer How They Regard 
Extra Territorial Powers 


DISCUSS STODDARD’S VIEWS 


Some Commissioners Waiting to 
See What Beha Will Do Before 
Expressing Themselves 

A most important collection of letters 
received by William Otis 
Badger, Jr.. New York insurance lawyer, 
written by heads of insurance depart- 


has been 


ments in a number of states relative to 
the subject of retaliation of one state 
against another, and growing out of the 
recent memorandum of Colonel Francis 
R. Stoddard. Jr., head of the New York 
Insurance Department, on the extra 
territorial ruling of the New York In- 
surance Department. 

Mr. Badger is counsel for the General 
Insurance Company of America, Seattle, 
a strong new company which wants to 
enter this state but can’t because it 
writes a full cover automobile policv. 
The correspondence printed in this arti- 
cle was written by the insurance denart- 
ments after they had received the follow 
ing letter from Mr. Badger, reproduced 
herewith. 

Badger’s Letter to Commissioners 


The letter of Mr. Badger to the Com- 
missioners follows: 

‘Dear Sir: in re: Retaliatory 
with Reference to New York. 

“In connection with my application 
for admission to New York on behalf of 
the General Insurance Company of 
America, organized in the State of 
Washington, T have obtained an opinion 
from Superintendent Stoddard which 
emphasizes the unreasonableness of the 
rule long followed by the New York 
Department of excluding companies of 
other states, unless these companies 
would agree to curtail their home state 
powers as a preliminary to admission to 
New York. IT believe you have already 
received a full copy of this opinion from 
the Superintendent. Superintendent 
Stoddard points out that this is an im- 
proper rule and that his successor 
should admit the General without cur- 
tailment. 

“T wish to point out to you one para- 
graph of the opinion which reads as fol- 
lows: 


Laws 


Were T the Commissioner of another State, 
I question whether T would quietly submit to 
the State of New York nullifying the effect of 
my own State law as to coverages. IT would 
particularly object to such an assumption of 
authority if IT believed that the law of the 
State seeking to assume it were inelastic, un 
reasonable» and not for the benefit of the 
vublic. This is a matter which must be decided 
by each commissioner for himself. . . 
In my opinion another State company giving a 
complete coverage should be permitted to enter 
this State, and yet be allowed to give the 
complete coverage in those States where it is 


(Continued on page 15) 














PHCENIX 


Assurance Company, Ltd., 
of London 


100 William Street, New York 


A corporation which has stood the test of time! 
of successful business operation. World wide 
Absolute security. Excellent service and facilities. 


142 years 
interests. 


Fire, Automobile, Rents, Rental Values, Use & Occupancy, Tor- 
nado, Sprinkler, Leakage, Explosion, Riot & Civil Commotion. 


PHCENIX 


Indemnity Company 


75 Maiden Lane, New York 


Automobile, Public Liability, Workmen’s Compensation, Bur- 


glary & Theft, Accident & Health, Golfers, Plate Glass. 




















SERVICE and BROKERAGE 
DEPARTMENT 


CHAS. F. ENDERLY, Manager 
122-126 William Street, New York City 





FIRE—AUTOMOBILE—MARINE 





INSURANCE COMPANY OF 
NORTH AMERICA 


PHILADELPHIA 


The Oldest American Fire and Marine 
Insurance Company 




















Does It STICK? 


Not what is written, not what is delivered, but what sticks is the true 
test of real “business.” The policy in force at death is the only real insur- 
ance. In times gone by written figures were the measure of prosperity. 
Then came the substitution of delivered figures. “Business that sticks” 


ought eventually to be the standard. 


We have an effective conservation system. It saves renewal commis- 


sions for Agents. It aims to maintain until death the protection provided 


at the delivery of a policy. 


This is a golden service to Agents, to policyholders, and to beneficiaries. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 

















Japanese Hosts To 
Arthur Hunter on 
His World Trip 


Hospitality to Americans Despite 
Nation’s Resentment Over Pas- 
sage of Exclusion Act 





MET AT RAILROAD STATION 


Not Much Life Insurance Activity 
Noted by Actuary in Philippines, 
India or China 


In view of the stories being cabled 
from Japan relative to outbursts against 
residents of the United States traveling 
in Japan and boycotting of American 
products the recent experience in that 
country of Arthur Hunter, actuary of 
the New York Life, who has returned 
from a trip around the world, is inter- 
esting as it discloses that the resentment 
of the Japanese growing out of the new 
immigration bill at Washington is not 
shared in by the insurance people of the 
Mikado’s kingdom. 

When Mr. Hunter arrived in Tokio 
at night he was surprised to be greeted 
at the station by the president of the 
Japanese Institute of Actuaries and 
seven other well-known actuaries. After 
the greetings the Japanese asked the 
American actuary if they could not look 
after him during his entire stay in 
Tokio. A drive was arranged in the 
afternoon and a dinner in the evening. 
At the fixed time four actuaries arrived 
at the hotel in a large motor car and 
acted as guides in the trip about Tokio. 
The trip was noteworthy, especially 
through the earthquake district, tens of 
thousands of homes having been de- 
stroyed. During the drive the hosts 
asked if they might be photographed 
with Mr. and Mrs. Hunter, which was 
done. Later they were guests at a din- 
ner of the insurance people. 


Perfect Hosts 


The Japanese do things right. Mr. 
and Mrs. Hunter were escorted to the 
famous Maple Club in one of the parks 
by three of the best Japanese linguists. 
On arrival attendants began to remove 
their shoes. They were then escorted to 
a large room on the side of a garden. 
The dinner was given jointly by the 
Association of Japanese Companies and 
the Institute of Actuaries of Japan, 
about seventy being present. For the 
first half hour Mr. Hunter received all 
the Japanese who could speak English 
or who could understand him. Those 
who speak Japanese only were too polite 
to ask to be introduced. Mr. Yano, 
sole Japanese member of the Actuarial 
Society of America, was one who at- 
tended. After the reception there was 
a walk in the garden and then a group 
photograph. 

In writing to Vice-President Weeks 
of the New York Life, Mr. Hunter had 
a paragraph or so to say about the 
geishas. 

“As the guests of honor we had one 

(Continued on page 4) 
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The Bright Spot in the Morning Mail 











A Michigan policyholder 
injured ona train in 1912 
has: received $50 a week 
for the past twelve years. 
Thus far he has recewed 
$30,675—over a thousand 
times the cost of his 
policy ! 














Tue TRAVELERS INSURANCE COMPANY 
HarRTFORD 


T H E 


ACCIDENT, LIFE, LIABILITY, 


There are two kinds of letters men receive when they are laid up 
by an accident. 
“I was sorry to learn—I hope you are recovering,” say the friends 
and such letters are very welcome. 


“Please remit,” or words to that effect, write the grocer, the land- 
lord, the tax collector, the doctor, and a dozen or so others. Such 
letters come twelve months in the year—but with renewed vigor 
when one is injured and unable to work. They frequently cause 
more pain and worry than the injury itself! 


Fortunately, you can make an arrangement with a strong, re- 
liable financial institution under which letters will be mailed to 
your clients every four weeks as long as they are unable to work,— 
which will be even more comforting than the condolences of their 
friends, and will quickly dispose of the less welcome communica- 
tions of their creditors. 

Such a letter is brief—but very much to the point. 

It is the bright spot in the morning mail. 

“Pay to the order of” it reads. Then comes the client’s name 

“Two hundred and no/100 dollars” or “Three hundred” or “Four 
hundred,” or perhaps “Five hundred dollars.” It is signed by The 
Travelers Insurance Company, Hartford, Connecticut, the oldest 
and largest accident insurance company in America. 

You can’t arrange for this welcome, comforting letter after a 
client has been injured. But you can now, at a cost of only a few 
cents a day. Let us outline for you the many other good features 
of Travelers Accident Policies—features which sell them. Let us 
show you how other insurance men have established persistently 
profitable accident accounts. 


Tue TRAVELERS INDEMNITY COMPANY 
. F. BUTLER, PRESIDENT CONNECTICUT 


TRAVELERS 


HEALTH, AUTOMOBILE, STEAM BOILER, COMPENSATION, GROUP, BURGLARY PLATE GLASS, AIRCRAFT, ENGINE, ELECTRICAL MACHINERY 


Elected by a large plurality among both buyers and sellers of accident insurance. 
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J. L. Way, 45 Years With 
Travelers, Retires 


CONTINUES AS A_ DIRECTOR 





Guest of President Butler and Directors 
of Company at Dinner Wednes- 
day Night 





At the directors’ meeting of the Trav- 
elers this week, Vice-President John L. 
Way asked to be retired after forty- 
five years of service, and presented his 
resignation to take effect July Ist. Al- 
though Mr. Way has contemplated this 


action for some time, deferring it until 
now at the request of President Butler, 
it came as a surprise to many of his as- 
sociates. 





JOHN L. WAY 


In a farewell letter to the company’s 
field staff with which he has been closely 
associated, and of which he was once a 
prominent member, Mr. Way explains 
his desire to carry out long cherished 
plans for recreation and travel. 

He is greatly devoted to his summer 
home “Wellsway” in Gilead, twenty 
miles east of Hartford, the original 
homestead of which together with ad- 
joining and neighboring tracts now totals 
several hundred acres and numbers 
among its attractions a trout brook and 
pond. 


Born On a Farm 


Mr. Way was born in Gilead, Tolland 
County, Conn., upon the farm which is 
today his country home and which has 
been a family possession since the early 
part of the eighteenth century. His an- 
cestors were well known in Colonial his- 
tory and in the affairs of the early Con- 
necticut colony. His father, John M. 
Way, was an officer of the Farmers & 
Mechanics Bank of Hartford. 

Commencing with the Travelers In- 
surance Company on September 17, 1879, 
as office boy, John L. Way progressed 
in a clerical way for a time until it be- 
came apparent to the officers of the 
company that he was peculiarly adapted 
to field work, whereupon he was given 
an opportunity in the field in 1881 as a 
special agent. At that time accident in- 
surance and life insurance were the only 
lines the company wrote. First as- 
signed to duty in connection with the 
company’s state agency for Iowa and 
Nebraska at Des Moines, Iowa, he re- 
turned to New England early in 1889 as 
State Agent for Connecticut and Rhode 
Island, making his headquarters in the 
old Home Office building on Prospect 
Street. 

Upon the retirement of his previous 
supervisor early in 1890 Mr. Way again 
went west as State Agent for Iowa and 
Nebraska with headquarters at Omaha, 
and one year later—February Ist, 1891, 
Was given the agency control of the 


states of Missouri, Arkansas, Iowa, Ne- 
braska and Texas, as General Agent 
with Headquarters at St. Louis, Mo., 
continuing in charge of this industry 
he built up the company’s business in 
this territory and created a large and 
efficient agency organization. 


Became a Vice-President In 1903 


In 1903 Mr. Way was elected to the 
position of second vice-president of the 
Travelers and a member of the board 
of directors. In 1912 he became vice- 
president with duties of a general nature, 
including the supervision of the Agency 
Department. His natural adaptability 
to agency work, his ingrained belief in 
the Travelers, his fondness for and be- 
lief in life ingurance, his genial disposi- 
tion and his ability as a business man, 
all contributed to marked success and 
popularity with the company’s field force. 

Although retiring as vice-president, he 
continues as a director of the Travelers 
Insurance Company, the Travelers In- 
demnity Co. and the Travelers Bank & 
Trust Co., and a trustee of the Hart- 
ford-Connecticut Trust Co., and the Me- 
chanics Savings Bank. Mr. Way is a 
member of the Society of Mayflower 
Descendants, the Sons of the American 
Revolution, and the Order of Founders 
and Patriots. He is also a member of 
the Hartford Club, the Hartford Golf 
Club, the Farmington Country Club and 
several fish and game clubs, including 
the Megantic, in Canada. 

The president and directors of the 
Travelers gave a dinner in honor of 
Mr. Way at the Hartford Club on Wed- 
nesday evening. 


PRUDENTIAL HOUSING LOANS 


An increase of ten million dollars 
over 1923 is the housing loan record of 
The Prudential Insurance Company for 
1924. This company reports having 
made housing loans so far this year of 
$29,000,000 providing accommodations for 
9,440 families, as against $19,000,000, for 
6,388 families in 1923. 


Big Housewarming In 
Des Moines Next Week 


EQUITABLE’S BIG BUILDING 


Eighteen Stories Tall; Three Hundred 
Agents and Wives To Attend; F. W. 
Hubbell’s Idea 


The Equitable Life Insurance Com- 
pany’s new eighteen-story home office 
building in Des Moines will be dedicated 
June 24 and 25. More than 300 agents 
and their wives are expected to be at 
the housewarming. Of these 200 are 
members of the production clubs of the 
company. 

The idea of the building was con- 
ceived by F. W. Hubbell, vice-president, 
who planned the design and arrange- 
ment, selected the materials, and di- 
rected the construction in every detail. 
Of him the company said in a special 
bulletin to agents: 

“And while assuming the great re- 
sponsibilities of directing the erection of 
the new building he has not been re- 
lieved of a single duty in connection with 
his many home office activities. He has 
shouldered his additional labors and re- 
sponsibilities cheerfully and_ seriously. 
He is always master of the situation; he 
is in love with his work. Almost every 
day he is consulted by more people than 
present themselves to the average busi- 
ness man in a week. Yet at five o’clock 
in the afternoon he is in as good humor 
as at eight o’clock in the morning. 

“No man ever put more into any un- 
dertaking than Mr. Hubbell has put into 
his work on the new home office build- 
ing. Those who have observed his work 
closely marvel at it. He has given a 
wonderful demonstration of the use of 
reserve power, taking on responsibility 





partment. 





UNUSUAL OPPORTUNITY 


for 


PUBLICITY 
DEPARTMENT HEAD 


A popular, progressive eastern life insurance com- 
pany wants a young man to head its publicity de- 


He must understand life insurance. 

He must be between 28 and 35 years of age. 

He must have personality. 

He must have initiative. 
The man for this place must be able to write cir- 
culars and edit the company’s agency paper. 

THIS IS AN 
UNUSUAL OPPORTUNITY 


Applicants should address, giving age, experience, 
qualifications and salary expected, 
L. H. W., Box 1000 
THE EASTERN UNDERWRITER 


86 FULTON STREET 
NEW YORK 
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after responsibility until his capacity for 
accomplishment seems unlimited.” 


3,400 Tons of Steel In Structure 


In the erection of the new home office 
building which stands on 1,492 concrete 
piles sunk to bed-rock, 3,400 tons of 
structural steel were used—enough to 
build a single railroad track from Spring- 
field, Mass., to Hartford, Conn. The 15,- 
000 barrels of cement would be sufficient 
to build a sidewalk four feet wide and 
more than thirty-five miles long; the 
one and one-half million bricks included 
in the specifications, if placed end to end 
would reach from Chicago to Indian- 
apolis. Other materials that went into 
the new building include 4,000 cubic feet 
of granite, 750 tons of terra cotta; all 
the window frames and plaster that 
would be required in the construction 
of sixty-five average size residences; 
fifty tons of metal lath; 2,000 yards of 
structural concrete; sixty carloads of 
fire-proof tile and over six miles of pic- 
ture molding. 

“Twenty months ago, the site of the 
new home office building was a muddy 
hole, the materials which were to go 
into it were scattered to the four corners 
of the country, just masses of steel, 
stone, brick, tile, glass and cement,” says 
the Equitable. “Today, on the same site 
stands the finest office building in the 
Middle West, eighteen stories high, sur- 
mounted by a nine-story tower—a thing 
of beauty and the pride of Des Moines 
and all Iowa.” 

FRATERNAL NUMBER 
“Canadian Insurance,” Published in On- 
tario, Gives Entire Issue of June 12 
to These Societies 





The entire issue of “Canadian Insur- 
ance,” June 12th issue, is devoted to 
fraternal insurance, with pictures of 
some of the leaders of the societies and 
descriptions of various fraternal orders. 
The first page is written by W. H. 
Hunter, supreme chief ranger of the 
Independent Order of Foresters. “Cana- 
dian Insurance” in the issue referred to 
says of fraternal insurance: 

“Fraternal insurance today is no 
longer assessment insurance in the old 
sense of the term. It is practically level 
premium insurance. The various insur- 
ance acts have compelled the Fraternal 
Societies to maintain reserves adequate 
to their particular system. Most of 
them, therefore, are today actuarially 
solvent and, thanks to the Insurance 
Laws, should become increasingly 
stronger with time. Probably they can 
never become very strong competitors 
with the Life Companies because they 
are compelled to limit their insurance on 
an individual life to small amounts. 
But they are admirable institutions, be- 
cause they provide life insurance at al- 
most net cost, and fraternal benefits in 
sick visitation and orphanages and sana- 
toriums, and social events which add a 
spice of human sympathy to that which, 
in a Life Company, is otherwise a cold 
business contract. The success of the 
iraternal societies is to the public inter- 
est and every far-seeing insurance offi- 
cial recognizes that a spirit of friendly 
competition between Life Companies 
and fraternals cannot but operate in pro- 
ducing the best benefits to the public.” 


WELLS OUT OF HOSPITAL 


New York Manager of Provident Mutual 
Life Gradually Recuperating From 
Stomach Trouble 

Graham C. Wells, president of the 
National Association of Life Underwrit- 


ers, who has been ill at the Memorial 
Hospital, Orange, for some time, left 
there on Monday of this week. Al- 


though his recovery will be slow, there 
are no complications and it is simply a 
matter of time before he will be in good 
health again. 
T. R. FELL WALKING 

Friends of T. R. Fell, manager of the 
Massachusetts Mutual, who has been ill 
at his home in West 86th Street, will be 
glad to know that he is now able ta 
walk with a cane. 
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Japanese Entertain Arthur Hunter 


(Continued from page 1) 


each,” he said, “although they were so 
much interested in the guests that fre- 
quently four would be in front of us. 
The Maple Club is the most famous 
native restaurant in the country, so the 
geishas are of the best class. The 
youngsters were from 13 to 15 years 
of age, and were in charge of a very 
capable woman of about 40. Their job 
was to keep our cups filled with sake; 
to entertain us and to make themselves 
generally agreeable. The entertainment 
part was difficult because of the bar- 
rier of language, but their manners were 
dehghtful. 


The Addresses 


“Between the courses the geishas 
gave an entertainment consisting of 
several musicians and singers. There 
was also dancing, which is different 
than we know terpsichore in the West. 
Dressed beautifully in silks of varied 
hues the dancers move slowly or posture 
in harmony with the music of mandolin 
and drum. The dance is really an in- 
terpretation of emotions or different 
phases of a play. 

“Following toasts there was an ad- 
dress of welcome by the president of 
the Institute of Actuaries—all in good 
taste and delivered in excellent English. 
Two others spoke briefly. In the course 
of these remarks the three speakers all 
expressed the desire that I give them a 
long scientific talk, if possible. I had 
decided to ‘scrap’ my after-dinner 
speech and deliver the address for which 
they had asked, when my _ mentor 
whispered to me that it would be bad 
form to make anything but a graceful, 
brief, complimentary speech. It was 
easy to speak highly of them when I 
had noted the colossal tragedy through 
which they had gone and their bravery 
and courage. Their hospitality, their 
thoughtfulness and many other attrac- 
tive features of these people made it 
easy to be felicitous. 

“For the first time we heard the 
Japanese ‘Banzai,’ the equivalent to the 
American ‘Hurrah.’ As it was given 
for us we were duly thrilled. 


Thoughtfulness 


“The thoughtfulness of our hosts was 
quite remarkable. For example, there 
was no smoking near my wife, although 
it must have been a serious effort for 
some of them. Again, the two chief 
men present at the dinner did not sit 
alongside of us but gave up these places 
to men who had lived in Canada or the 
United States in order that we might 
be properly instructed. | Whatever 
breaches of etiquette we made we will 
never know. You must bear in mind 
that all this kindness of these people 
was being shown us at a time when our 
country was enacting an exclusion act. 
There was no sign that the feeling 
against America was intense, but as an 
influential Japanese newspaper put the 
matter the feeling of gratitude to the 
United States for her help after the 
earthquake and the cordial American 
desire to co-operate for the benefit of 
the Orient had been destroyed by one 
blow of Congress.” 


India, Land of Castes 


The most interesting country which 
the Hunters visited was India, although 
in some ways the most depressing be- 
cause of the caste system, there being 
about 1,800 different castes. The one 
whose plight is most pathetic is “the 
untouchables” or the repressed classes 
of whom there are 50,000,000. The most 
virile group of the population is the 
Mohammedans, 75,000,000 people out of 
350,000,000 and unquestionably — they 
would be the rulers were the British to 
withdraw. 

While in India Mr. Hunter met the 
chief representative of the Sun Life, 
Sethna, who proved to be one of the 
most intellectual men ever encountered. 
He is a Parsee, which class is a de- 


scendant of the Perians who came to 
India in the seventh and eighth cen- 
turies, these descendants being the most 
mentally alert of the Indian population, 
although they were repressed until a 
century ago. When the British came 
the Parsees soon began to develop com- 
mercial ability, which is now acute so 
that many of them are very successful. 
The Parsees are the people who believe 
in putting the bodies of the dead in 
the towers of silence to be devoured by 
vultures, later the bones being disposed 
of by chemicals so that eventually all 
that returns to the ground is pure water, 
the earth thus not being defiled in their 
opinion. 

“Life insurance in India is not impor- 
tant because there are so few people 
who draw salaries large enough to 
justify their taking life insurance,” said 
Mr. Hunter. “In fact, the great bulk 
of the population is just one jump ahead 
of starvation. 


China 


“In China most of the life insurance 
is transacted in the treaty ports, such 
as Hong Kong and Shanghai, and I was 
told there was considerable difficulty in 
getting satisfactory medical examina- 
tions. Another handicap to business at 
present is the chaotic political condition. 
I noticed in Canton the foreign settle- 
ment was guarded by soldiers and wire 
entanglements. Soldiers also are on the 
river boats from Hong Kong and Can- 
ton, the Chinese being separated from 
the rest of the passengers by barbed 
wires. The Sun Life is probably doing 
the leading business there. Recently it 
absorbed the China Mutual, which in 
turn had absorbed the Shanghai Mutual.” 

Mr. Hunter visited Manila and he was 
asked about General Wood. He _ de- 
clared that the general was held in high 
esteem and Americans in the Philippines 








to any real worker in the field. 








A Company With Friends Everywhere 


The agent who is selling insurance in this Company, which for seventy- 
three years has been rendering unexcelled service, does not work alone. 
Wherever he may be, he finds enthusiastic friends ready to help him by 
testifying that there is no better company in the land than the old 
Massachusetts Mutual. Its enviable record for service and the low net 
cost of the protection furnished make a combination that assures success 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 


MUTUAL 











sympathize with his exceedingly difficult 
job of administration. A number of 
Englishmen on Mr. Hunter’s boat ex- 
pressed the opinion that he was one of 
the best colonial administrators in the 
world today. Agitators have succeeded 
in placing their side of the story before 
the public much more readily than have 
the friends and admirers of the general. 
In Mr. Hunter’s opinion, the Filipinos 
do not seem to be ready for self-govern- 
ment yet. There is some backwardness 
among foreign firms in making commit- 
ments in the Philippines until the former 
know whether the United States is going 
to continue its control and under what 
conditions. The New York Life has 
done practically no new business in the 
Philippines for several years. There are 
two Canadian and one West Coast 
United States company there. 

About Egypt Mr. Hunter said: “Some 
of us who were rather idealists as to 





SAFETY 
investments. 
SERVICE 
organization. 


Founded 1867 


SAFETY, SERVICE AND STABILITY 
Attract Prospects and Increase Agents’ Clientele 


Guaranteed by careful selection of risks and 
Provided by an efficient and progressive 


STABILITY Assured by conservative business policies. 





Insurance in Force Over $350,000,000 


For Information Concerning Contracts Address Agency Department 
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Provident Mutual 
Life Insurance Company 


of Philadelphia 
Founded 1865 


Over forty per cent of the new business of the Provident 
Mutual is upon the lives of old policyholders who not only 
evidence their satisfaction by insuring their own lives, but by 
recommending the Company to their friends. Especially valu- 
able to the agents of the Provident Mutual is the active good 
will of those whose Old Age 





Endowments have matured. 














peoples having the right to govern 
themselves were rather shocked to find 
that these peoples are not always pre- 
pared for self-government, as the ability 
to administer a government or to rule 
is denied some races and peoples.” 


LITTLE BACK FROM ANTIPODES 
Stopped in Hawaii to Report on Oriental 
Risk Situation; Australia 
Is Prosperous 


James F. Little, associate actuary of 
The Prudential, has returned from a four 
months’ trip to Australia. While en 
route home he stopped off at Honolulu 
where The Prudential writes the largest 
volume of business of any of the com- 
panies and made an investigation of 
Oriental risks. Among the policyholders 
of the company in Honolulu are high 
class Orientals. 

The Prudential is represented in Hono- 
lulu by the Hawaiian Trust Company. 
In Hawaii twelve American and Canadian 
life insurance companies are represented. 

In Australia, Mr. Little’s old home, he 
found conditions improving. Australia 
is recovering rapidly from the wounds 
and expenditures due to the war, the 
high price of wool being one the reasons 
for the present prosperity. 

Mr. Little has just been designated by 
the Newark Safety Council to head a 
committee to gather statistics of acci- 
dents in Newark. 


CHANGES BENEFIT RULES 


The Prudential has made certain 
changes in connection with the use of 
disability and accident benefits. When 
the disability income feature is applied 
for the requirement of a full medical ex- 
amination will be discontinued and a 
medical examination on a_ Prudential 
form will be required at the insured’s 
expense. The requirement for a health 
certificate in connection with the acct- 
dental-death benefit is discontinued an 
a health report on a Prudential form 
will be required at the insured’s expense. 





Mr. Jones, suppose 


Bringing your partner should 
It Home turn around on his 
to Him chair here some day 


and say, “Jones, I am 
going away and I won't be back. Con- 
vert all the firm assets into cash and 
clear up the firm debts. Wind up all 
joint accounts. Also see that my estate 
gets what is coming to it, and—let’s see 
“ves, look out for my personal cred- 
itors, too, will you? Now I want this 
done without undue delay. Thanks, 
Bill, good luck and good-bye.” 

Of course, you'd think your partner 
crazy and politely tell him where to 8% 
but some day he is going away, and the 
law will tell you to do just those very 
things—West Coast Life. 















uu 





ern 
ind 
re- 
lity 
rule 


VES 


ntal 


ypose 
hould 


1 his 


- this 
anks, 


rtner 
0 20; 
d the 

very 








June 20, 1924 


THE EASTERN | 


Lie —* | [ti 


=r === UNDERWRITER - 











SF 






Page 5 





Princeton Secretary 
To Handle Insurance 
SENIOR CLASS POLICY GIVEN 





Will Prevent Each Year’s Class “From 
Facing Intricacies of Insurance;” 
To Alternate Companies 





Life insurance agency executives who 
keep a close watch on the insurance of 
college classes were talking this week 
of a change in plan at Princeton by 
which the work of the Princeton 
memorial fund committee is to be con- 
centrated in the office of the Graduate 
Council and that one man has been 
picked out to handle class insurance. 
This “agent” is in the office of the sec- 
retary of the Graduate Council. Insur- 
ance is to be alternated between com- 
panies, the New York Life being the 
company chosen for this year. 

The plan is described by Whitney Dar- 
row, chairman of the Graduate Coun- 
cil’s Committee on Class Records and 
Organization and has caused quite a stir 
among Princeton graduates who are in- 
surance agents. His report in part fol- 
lows: 

“It was decided that it was important 
to have one agent place the insurance 
for future classes and through his office 
conduct as much of the routine busi- 
ness as possible. The plan approved 
provides that this agent will receive the 
commissions on the premiums and it is 
estimated that the premiums will pay the 
expense of the work involved in carrying 
not only the fund of the graduating class 
of any particular year but also the work 
for the other classes. Mr. Gordon Sikes 
16 of the office of the Secretary of the 
Graduate Council has been appointed 
agent and has placed the insurance for 
this year with the New York Life In- 
surance Company. For the present, the 
general plan of a twenty-year endow- 
ment policy with each man in the class 
insured has been adopted as the most 
desirable form for a class memorial 
fund. Instead of the Senior Class each 
year having to face this problem anew 
and deal with all the intricacies of the 
insurance problems, it will be handled 
in the office of the Secretary of the 
Graduate Council, where the records will 
be kept from year to year and prior to 
the election of the Senior Memorial 
Committee it will have been decided 
with what company the insurance should 
be placed. It was furthermore unani- 
mously agreed by those consulted that it 
would be most desirable to alternate be- 
tween six or seven old-time companies as 
long as the terms and arrangements 
offered were satisfactory and in line with 
the provisions of the policies secured this 
year....A meeting of the Memorial 
Chairmen of the classes from 1916 to 
1924 inclusive was called and without ex- 
ception these chairmen were most heart- 
ily in accord with the idea of a concen- 
tration of this work in the office of the 
Secretary of the Graduate Council and 
of the general plan to coordinate this 
work. The services of the office of the 
Graduate Council were extended to these 
classes and they are all taking advan- 
tage of it in so far as they possibly 
can.” 





NEW DIRECTOR 


F. J. Baumann, a prominent real estate 
= of Binghamton and widely known 
in financial circles, was elected a direc- 
tor of the Security Mutual Life at a 
meeting of the board of directors. Mr. 
Baumann takes the place left vacant by 
the death of Albert B. Howe, vice-presi- 
dent of the company. The office of vice 
president will not be filled until the 
annual meeting next winter, according 
to President D. S. Dickenson. 





BALTIMORE LIFE MEN MEET 


The Baltimore Life Underwriters’ As- 
Sociation at their annual meeting last 
week elected the following officers: 
President, Bernard Gough; Vice-Presi- 
dent, Felix Rothchild; Secretary-Treas- 
urer, George S. Robertson. 








Life 


American Central 


Insurance Company 


INDIANAPOLIS 


Hatablished 1894 


All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 




















Life Insurance Production Trend 


The following table shows the aggregate amounts of each class of 
bought from the forty United States member companies of the Association of Life 
Insurance Presidents during each of the first five months of 1922, 1923 and 1924, as 
well as the percentage increases of each month of 1924 over the same month of 1923 
and of each month of 1923 over its corresponding month of 1922: 

New Life Insurance Paid-For—40 United States Companies 
(lexclusive of Revivals, Increases and Dividend Additions) 
Ordinary Insurance—40 Companies 
Increase Increase 


insurance 





Month 1922 1923 Over 1922 1924 Over 1923 
PANUAEN cco nceence: $323 ,869,246 $398,150,219 22.9% $448,998,823 12.7% 
RQDUUARY. ssecccnoacencomes 361,570,929 415,006,103 14.8% 467,982,006 12.8% 
NENG 420 oe dec onc ne 419,839,475 541,387,739 29.0% 573,125,017 5.9% 
rs) ern rer terre eee 408,360,791 485,874,435 19.0% 531,563,522 94% 
Nw reco wer aiee nestor: 429,235,711 511,963,102 19.3% 546,993,941 68% 

$1,942,876,152 $2,352,381,598 21.1% $2, 568,663,309 9.2% 
Industrial Insurance—6 Companies 
Increase Increase 

Month 1922 1923 Over 1922 1924 Over 1923 
FAQGARY ohacccase essences ss $103,725,385  $112,677,602 8.6% —$179,655,720 59.4% 
MGNEUGRE ckniccclencseacnes 110,954,007 114,758,353 3.4% 143,762,189 25.3% 
NEASEIC fcc sky can aceeasers 132,833,474 137,853,188 3.8% 156,791 "823 13.7% 
PeWERE <cieeco oe ecemaeecsan, 123,208,464 208,105,428 68.9% 158,557,021 23.8% 
WR rcs Sect a ates teneties 125,083,996 162,326,422 29.8% 173,628,947 7.0% 

$595,805,326 $7. 35 72 20) 993 23.5%  $812,395,700 10.4% 
Group Insurance—l1 Companies 
Increase Increase 

Month 1922 1923 Over 1922 1924 Over 1923 
PARUAUN ccc cccdasanecnsns $13,570,474 $13,700,563 = 1.0% $8,726,948 36.3% 
Rebitaty ccocsccactenoees 7,420,375 9,933,228 33.9% 8,990,126 9.5% 
MAREE cc ccccceceekarcmecaus 15,215,180 19,847,767 30.4% 25,811,527 30.0% 
POON Sebo cuoveaes saeaaiewes 24,379,158 33,198,889 36.2% 38,714,610 16.6% 
NOG ccwecs ace sueewasswaces 9 962,222 30,086,027 202.0% 27,754,511 7.7% 


$70,547,409 $106,706,474 51.3% 


$109,097,722 3.0% 





A POLICY YOU CAN SELL 
A $5,000 Policy in the 


UNITED LIFE AND ACCIDENT 
INSURANCE COMPANY 


PAYS 


$5,000, the face of the policy, in case 


$10,000, or DOUBLE the 
ACCIDENT. 

$15,000, or THREE TIMES the face of the 
from certain SPECIFIED ACCIDENTS. 
$50 PER WEEK, direct to the Insured, in case of total disability as a 
result of accidental injury, for a period not to exceed 52 weeks; and 
after that $25.00 PER WEEK throughout the period of disability. 


A SOUND CONSERVATIVE 
NEW ENGLAND COMPANY 


of death from any cause. 


face of the policy, in case of death from any 


policy, in case of death 


United Life and Accident Insurance Company 


Home Office: a: New a> United Life Bldg. 





























Variety in Appeal to 


Prospect’s Interest 
PERSONAL AND BUSINESS SIDE 





How Different Forms of Policies May 
Be Applied to Varying Situations 
of Prospect 





The broad appeal that may be made 
to the prospect and the different forms 
of policies that apply to different situ- 
ations is given by the Travelers in this 
summary of needs. 


From a Personal Standpoint 


(1) It protects his family against the 
loss of his earning power caused by his 
untimely death. Ordinary life, limited 
payment life, or long term endowment, 
payable on the monthly income plan, 
serves this purpose. 

(2) It will automatically supply the 
funds to pay off the mortgage on his 
home at his death, thus sparing his 
widow from having to scrimp to meet 
the payments, or from losing her home 
entirely through inability to meet the 
interest payments or the mortgage. 
Ordinary life or term insurance admir- 
ably serves this purpose. 

(3) It guarantees that his son or 
daughter will have the necessary funds 
to provide a college education whether 
he lives to save the money or not. Ten 
or Fifteen Year Endowment, depending 
upon the number of years before the 
child will be ready for college. 

(4) It assures him a comfortable old 
age. The Insurance Annuity-65 is prob- 
ably the best all-around policy for this 
purpose. It protects his family during 
his productive years, and then pays him 
an income after age 65. If he has little 
need for life insurance the Pension 65 
contract will serve him. If he desires a 
policy that matures before or after 65, 
the annual premium _ insurance with 
monthly life income at age 50, 55, 60, 65, 
or 70 will meet his needs. 

(5) It automatically provides the 
cash to pay the debt of inheritance taxes 
created by his death. Ordinary life or 
Limited Payment Life insurance will 
serve this purpose, depending upon the 
length of time he cares to assume the 
premium payments. 

(6) It can provide a lump sum in 
cash to pay debts, funeral expenses, 
and also to create a reserve fund for his 
family to care for extraordinary ex- 
penses such as repairs, improvements or 
assessments on his home. Ordinary or 
Limited Payment Life. 

(7) It enables him to make specific 
bequests to individuals, institutions or 
charities with the absolute assurance 
that such bequests will be paid after his 
death. It not infrequently happens that 
prospective heirs will contest a will and 
prevent the payment of specific bequests. 
The insurance company will pay the face 
of the policy to the named beneficiary 
immediately after his death. Ordinary 
or Limited Payment Life. 


From a Business Standpoint 


(1) It perpetuates his earning power, 
his greatest asset, for his family in case 
of his death. It takes time for a doctor, 
a lawyer or an engineer to realize divi- 
dends on the investment of time and 
money that he spent in qualifying for 
his profession. This heavy investment 
is an absolute loss if death cuts him off 
early in his career. Life insurance capi- 
talizes this so that part of its money 

value can be passed along to his family 
in case of his death. Ordinary life, or 
Insurance to age 60, 65 or 70 with cash 
settlement, on account of its low cost, 
would probably best serve this purpose. 

(2) It enables him to build up a re- 
tirement fund for his old age. There is 
no employer to pension the lawyer or 
doctor engaged in individual practice, 
when he reaches age 65. His own busi- 
ness must do that for him. Giving his 
entire time and energy to his own work, 
he has no chance to become an invest- 
ment expert. Life insurance affords him 
the safest, easiest, and surest way of 


providing a comfortable retirement in- 
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come for his old age. The Insurance 
Annuity-65, Pension Insurance 65, or 
monthly life income at 50, 55, 60, 65 or 
70; depending upon his dependents, and 
the time he wishes his income to com- 
mence. 


Owner of the “One Man” Business 


(1) It capitalizes the value of his 
goodwill. Goodwill is one of the most 
valuable assets of a business. But it is 
intangible, evanescent. It frequently 
dies with the owner of the business. 
Life insurance changes this intangible 
asset into dollars that can be passed 
along to his estate after his death. 
Ordinary or Limited Payment Life. 

(2) It prevents the loss caused by 
forced liquidation following the owner’s 
death. The death of the proprietor of a 
business is a signal for all creditors to 
present their claims. If there is not 
enough cash on hand to meet them; a 
liquidation of the business may be 
forced. This entails heavy loss. Life 
insurance will provide cash immediately 
after his death to satisfy these claims. 
Ordinary life or insurance to age 60, 65, 
70 or 80 with cash settlement provides 
protection at a very reasonable cost. 

(3) It protects his personal property 
from business claims. The dividing line 
between the personal and business prop- 
erty of a “one-man business” owner is 
uncertain and indistinct. Should busi- 
ness obligations exceed his business 
assets, following his death, funds meant 
for the protection of his family might 
be called upon to satisfy the business 
obligations. Life insurance provides for 
the payment of business obligations, 
thus leaving his personal estate intact. 
Ordinary life, limited payment life, or 
insurance to age 60, 65, 70 or 80 with 
cash settlement. 

(4) It strengthens his credit. The 
banker, who has full confidence that a 
man can repay a loan if he lives, some- 
times hesitates to make the loan because 
of the uncertainty of repayment in case 
of his death. 


MRS. F. M. HUBBELL DIES 


Mrs. Frances FE. C. Hubbell, wife of 
Ff. M. Hubbell, founder of the Equitable 
Life of lowa, died last month at her 
home in Des Moines. She was eighty- 
three years old at the time of her death 
and had been in poor health for three 
years. Mrs. Hubbell had lived in Des 
Moines for seventy-eight years. On 
March 19 of this year Mr. and Mrs. 
Hubbell had celebrated their sixty-first 
wedding anniversary. Mrs. Hubbell is 
survived by her husband, one sister, and 
two sons, one of whom, Frederick C. 
Hubbell, is vice-president of the com- 
pany. One’of her grandsons, Frederick 
W. Hubbell, is vice-president and treas- 
urer of the Equitable Life. 


TRYING TO CHANGE BANK 


J. R. Paisley, president of the Inter- 
national Life and the Standard Life, 
both of St. Louis, is taking a prominent 
part in the plans to convert the Republic 
National Bank of St. Louis from a na- 
tional bank into a trust company incor- 
porated under the laws of Missouri. 
The new trust company will be a mem- 
ber of the Federal! Reserve System and 
its clients will enjoy the protection of 
both Federal and state inspections. 


» 


Metropolitan “Ad” 
Sells Large Policy 


CAPT. BAIRNSFATHER IS BUYER 


Famous Creator of “Old Bill” Answers 
- “Ad” While Visiting in San 
Francisco 


The advertisements of life insurance 
companies in periodicals are not ex- 
pected to produce direct sales of policies 
to any extent and they are not judged 
by such results. The “copy” of such 
advertisements generally makes a broad 
life insurance appeal rather than stress- 
ing the “goods,” i. e. policies, of the 
particular company. But much insurance 
is sold, directly and indirectly, as a re- 
sult of advertising campaigns. The 
Metropolitan Life recently sold $40,000 
as a direct result of one of its “ads.” 

In this case the insured was Captain 
Bruce Bairnsfather, the famous English 
cartoonist, creator of the war-time 
comic-strip character, “Old Bill,” bet- 
ter known in this country through the 
comedy, “The Better ’Ole,” of four or 
five years ago. Captain Bairnsfather 
was filling some engagements in this 
country recently. The following ac- 
count of the sale is given in the Metro- 
politan paper, “Tower Talks.” It is un- 
derstood that the amount originally ap- 
plied for was $100,000. 

One day while in San Francisco 
tairnsfather chanced across a Metro- 
politan advertisement—the “100 Years 
to a Day” copy that appeared in the 
February publications. Perhaps it was 
the reproduction of the Howard Pyle 
drawing that attracted him—the genius 
of a fellow artist; perhaps it was the 
copy. At any rate, it was the advertise- 
ment that sold him, for the canvass was 
an easy matter. 

Just as in the story, the captain called 
the office of San Francisco District and 
arranged an appointment with Manager 
William Schmidt. 

The San Francisco manager, at the 
first interview, was able to interest 
Bairnsfather in a short term endow- 
ment that would provide a trust fund 
for his wife and child, and the applica- 
tion was. signed. But between the 
medical examination and the delivery of 
the policy, well-meaning friends at- 
tempted to convince Bairnsfather that 
he was making a mistake in not con- 
sidering straight life insurance for a 
lesser amount. Because of his limited 
stay in the city, Manager Schmidt ac- 
ceded to this request, and the policy 
was issued on the Endowment at Age 
65 plan. On a recanvass $40,000 20-Year 
Endowment was issued as originally out- 
lined by Manager Schmidt. 

And so it was directly through the 
company’s national advertisement that 
one who probably is among the most 
noted British policyholders became a 
member of the Metropolitan. 

WITH EQUITABLE IOWA 

Ray E. Fuller, assistant principal of 
the West Waterloo High School in Iowa 
and a graduate of the University of 
lowa, has been appointed a special repre- 
sentative for the Equitable Life of Lowa 
to assist the agency department in a 
supervisory and educational capacity. 
Mr. Fuller has sold life insurance for 
several years. 
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SPEED IN SERVICE 


Speed in service has brought together the policyholder, the agent 
and the Home Office of The Lincoln National Life Insurance Company. 


Mail is handled, business records are balanced, communication be- 
tween all departments is dispatched with the speed of electricity. 


The usual battery of Addressographs is amplified by a many function 
machine that turns out premium notices and invoices at a high rate 


There is a Ditto machine for duplicating premium cards and all 
similar data which saves the work of many clerks and gets results much more quickly. 


This “speed in service” policy offers a distinct advantage to all who 














Lincoln Life Building 








(LINK uP(wimn THE (LINCOLN) 
The Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 


Now More Than $300,000,000 in Force 


Fort Wayne, Indiana 














Do Well In England 
With No Medical Exam. 


AUG. STONE EXPLAINS SYSTEM 





How Insured Can Get Insurance With- 
out Passing Doctors; How Bene- 
ficiaries Are Paid 


Tue Eastern UNberwriter has re- 
ceived from Augustus Stone, of Stone & 
Youngs, New York, formerly a British 
life insurance man, this letter in refer- 
ence to a story published by this paper 
discussing additional insurance without 
medical examination: 

“Insurance without medical examina- 
tion has been issued in England for the 
past twenty years, not only on present 
policyholders but on new applicants who 
have a clean sheet of health and a good 
family history. These policies issued are 
facsimile of the policies issued with the 
medical examination, no extra premium 
being charged. In the first instance 
when they issue these policies they pay 
the insured’s beneficiary : 

1) One-third of the sum insured if 
death occurred in the first year: 
2) Two-thirds if death occured in 
the second year: 
after that the full sum insured 
is paid. 
“Tn the event of death by accident full 
cover is given at the beginning of the 
insurance. Ten years ago they altered 
and improved this clause to 1/3 of the 
sum insured being paid in the event of 
death over the first three months, and 
2/3 if death should occur over the sec- 
ond three months; after that the full 
amount being paid. 
“Seven years ago the mortality was so 
good on these policies that they decided 
to grant full policies without medical 
examination for approved lives and have 
been doing so ever since with continued 
success. 
“The chief points necessary for a man 
to get insurance without medical exami- 
nation in England are: 
1) Clean health sheet: 
2) Good family history: 

3) If thought necessary by com- 
pany a report (without exami- 
nation) is obtained from the in- 








Guarantee Fund Life Association 
OMAHA, NEB. 


ORGANIZED 1901 


Twenty-two Years of Progress and Service 


Splendid Agency Openings in Twenty-five States 


WRITE F. A. HICKS, SUPT. OF AGENTS, FOR PARTICULARS. 




















GREAT SOUTHERN MEETS 





Agency Convention and Sales Confer- 
ence Held at Houston; Rewards for 
Those Passing Allotment 


The Great Southern Life of Houston 
is holding a convention of its leading 
producers at the home office this week 


which has been a combination of in- 
structive sales meetings and entertain- 
ment. Early in January the company 
gave an allotment to each agent and all 
who exceeded this amount by fifty per 
cent was given the privilege of bringing 
his wife along to the meeting as guest 
of the company. The leading twenty 
agents were also presented with solid 
gold watches. 

In connection with the meeting a sales 
conference was conducted by W. E. 
Billheimer of St. Louis. Following is a 
summary of the business sessions held 
in both Houston and Galveston: 


Tuesday, June 17, Houston 


Fundamentals of Life Insurance. 

How to get money with the apel 

cation, 

3. When to get a man oun 

4. Actual selling thoughts. 
Wednesday, June 18, Galveston 

1. Three ways to double your busi- 
ness. 

2. Prospects and how to find them. 

3. Approaches. 

4. How to solicit city business. 
Thursday, June 19, Galveston 

1. How to solicit country business. 

2. Program Insurance. 

3. Policy contracts. 

4. Income Insurance. 
Thursday, June 19, Galveston 

1. A question box. 

2. The greatest sale in the world. 

3. Actual closings before the audi- 

ence. 


= 





sured’s medical attendant. The 
usual medical fee is paid to the 
doctor making the report i 
these cases. 

“T am perfectly certain in my own 
mind that the mortality on a number ol 
approved lives under this scheme with- 
out medical examination will be just as 
good as with medical examination over 
any period up to thirty years from the 
commencement of the policy.” 








PHILADELPHIA LIFE INSURANCE CO. 


Home Office Building: 
111 NORTH BROAD STREET, PHILADELPHIA, PA. 
President, CLIFTON MALONEY 


ONLY HIGH-TYPE MEN AND WOMEN CAN OBTAIN CONTRACT 
TO REPRESENT THIS COMPANY. 
FOR SALESMEN AND SALESWOMEN OF SUCH TYPE WE HAVE 
AN INTERESTING CONTRACT TO OFFER, BACKED BY 
REAL CO-OPERATION. 


JACKSON MALONEY 
Vice-President 
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A. MOSELEY HOPKINS 
Manager of Agencies 
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E. D. Duffield Back From 
Trip To Pacific Coast 


VISITED NORTHWEST ALSO 





Impressed By Irrigation Achievements 
of Imperial Valley, California; 
Spoke at Several Meetings 





Edward D. Duffield, president of The 
Prudential, has returned from a trip go- 
ing as far as the Coast, having spent 
about eight weeks on the journey and 
traveling 9,000 miles. He returned by 
way of the Northwest Coast, going 
through Western Canada and coming 
down to St. Paul and Minneapolis. On 
the way out his first principal stop was 
Kansas City. He addressed several gath- 
erings of Prudential agents and at Pasa- 
dena, Cal., which is holding weekly anni- 
versary cele sbrations advertising the city’s 
fiftieth year of existence, he made a talk 
to the chamber of commerce in response 
to an invitation given after it became 
known that the Prudential president was 
to visit California. Going South he in- 
spected the Imperial Valley of California, 
which runs to the Mexican border. 

With Mr. Duffield were Vice-Presi- 
dents George W. Munsick and Fred W. 
Tasney; Robert H. Bradley, who is 
manager of the bond department of the 
company; and George H. Chace, the 
president’s secretary. 

Probably as interesting as anything 
else on the trip was the visit to the Im- 
perial Valley, once a desert and now 
furnishing the rest of the country fine 
fruit and vegetables. Mr. Duffield was 
considerably impressed by the irrigation 
feats which had made the blossoming of 
the desert possible. He visited El Centro 
and several other towns in the valley. 

Knowing that Mr. Duffield had met 
many bankers and business men on his 
trip THe Eastern UNberwriter asked 
him if there were any truth in the re- 
ports reaching the East that the Los 
Angeles building boom had seen its best 
days. He replied that this particular 
situation was not one which could be 
answered off-hand or with a sweeping 
affirmative or negative. He spoke 
earnestly of the extent and scope of 
the real estate development there as he 
noted it in automobile rides and in talk- 
ing with responsible people and said it 
spoke volumes for the enterprise and 
spirit of the city. It is true that build- 
ing has dropped off somewhat, but even 
at that the new permits would match up 
very favorably with a number of other 
cities of the union. Even if the top peak 
has been reached in Los Angeles build- 
ing development and the wave starts go- 
ing the other way it could take quite 
a drop without disturbing the town, as 
most of the money invested there in 
those suburban projects the past few 
years has come from places other than 
Los Angeles itself. Los Angeles is 
basically all right. 

“As a matter of fact,” continued Mr. 
Duffield, “I found business there and in 
San Francisco good as far as surface 
observations go. The streets of both 
cities were crowded; the towns full of 
people.” 

About business conditions in the West 
generally Mr. Duffield made this com- 
ment: “In certain sections I found things 
slowing up, but where this situation was 
extreme it was due to local matters; and 
was generally regarded by those with 
whom I spoke as purely local.” 





BROSMITH’S NEW TITLE 
Following the retirement of John L. 
Way, William BroSmith, general coun- 
sel of the Travelers, has been elected 
charter vice-president. 


FRANK J. HAIGHT 
CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Bailding 
Des Moines, Iowa 














Canada’s In Force Now 
Nearly 31, Billions 


REPORT OF SUPERINTENDENT 





Paid for Last Year Was $561,182,427; 
Total Amount of Business Lapsed 
Was 34.61 of Gross 





The following statement about life in- 
surance in Canada is printed in the an- 
nual 1923 report of Superintendent Fin- 
layson, of the Dominion of Canada. 

“The year 1923 showed an increase in 
the volume of life insurance written, the 
gross amount of business written and 
paid for in cash being $561,182,427, com- 
pared with $513,850,912 in 1922, $528,193,- 
352 in 1921, and $641,778,095 in 1920. In 
the latter year, group insurance, author- 
ized for the first time in Canada late in 
1919, accounted for $66,704,855 of the 
total as compared with $17,435,455 attri- 
butable to group insurance in 1923 so 
that excluding group business, the new 
business for 1923 approaches within $31,- 
326,208 of that of the record year 1920. 

“The death claims paid during the 
year amount to $19,974,037, compared 
with $18,733,885 in 1922. The rate of 
mortality will therefore be shown to be 
again remarkably low, constituting a 
very important element of profit to the 
companies and consequently to the 
participating policyholders. 

“The total amount of business lapsed 
was $218,420,860, or 34.61% of the gross 
new business written, as compared with 
$231,685,935 and 40.12% respectively, in 
1922. The amount surrendered was $73,- 
529,719 or 11.65% of the new business 
written compared with $57,152,385 and 
9.89% in 1922 or combining the lapses 
and surrenders the total amount in 
1923 was $291,950,579 or 46.25% of the 
new business as compared with $288,- 
838,320 and 50.01% in 1922. It is grati- 
fying, for a year of unusual financial 
and industrial stringency, to have to 
record a reduction in the lapse rate, and 
it is to be hoped that the efforts being 
put forth by the companies to this end 
will be increasingly effective in the 
future. 


“The total net amount of business in ~ 


force in Canada at the end of 1923 was 
$3,433,489,876, an increase of $262,100,880 
over the net amount in force at the end 


of 1922.” 





TRAVELERS’ RATE BOOK 
The Travelers on June 1 issued a con- 
densed rate book which shows modifica- 
tions in the rates charged for semi- 
annual, quarterly, and monthly premium 
policies. 








HOME LIFE 
INSURANCE COMPANY 
of NEW YORK 


ETHELBERT IDE LOW, President 





The 64th Annual Report shows: 


Premiums received during 











the year 1923 .....seccceeee $7,686,855 
Payments to Policyholders 

and their Beneficiaries in 

Death Claims, Endow- 

ments, Dividends, eto...... 5,871,544 
Increase in Assets........+- 2,401,507 
Actual Mortality 56% of the 

amount expected. 
Insurance in Force.........- 247,373,210 
Admitted Assets .......... 48,655,222 





FOR AGENCY APPLY TO 
GEORGE W. MURRAY, 
Superintendent of Agents 
256 Broadway New York 























Group 
Insurance 


YOU know a man among your 
clients who should carry Group 
Life Insurance on his employees. 
You can go into his office and 
talk to him; he 


what you say. 


has confidence in 


WE know about Group Life Insur- 
ance, and how it will profit your 
employer-friend to buy it. 
Through the personal sales as- 
sistance of our local office we can 
join forces with you and place 
the policy. 


Group Insurance is one of the lines 
on which the Missouri State Life 
Insurance Company offers a per- 
fected brokerage service to all in- 
‘surance men. The Company’s rep- 
resentative in your community 
will handle business for you. 


HAVANA IN 1925 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. Singleton, President Home Office: St. Louis 


Over Half a Billion in Force 
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Business Will Revive 
After Conventions 


MOIR SIZES UP CONDITIONS 


“We May Look For Hesitating and Un- 
certain Business Until November 1 
Is Passed,” He Says 


Henry Moir, president. of the United 
States Life, has made the following re- 
sume of business conditions for agents 
of the United States Life, and it is pub- 
lished in the Summer number of “The 
Ingleside,” the agency publication of 
that company: 

“Congress has adjourned, and business 
men breathe a sigh of relief. But we 
cannot forget politics this year—the con- 
ventions and the campaigns will keep us 
in a turmoil for the next six months, and 
we may look for hesitating and uncer- 
tain business until November is past. 

“The nation’s business is essentially 
practical, although we hear much theor- 
izing and see results of much foolish 
thinking. In paying State and Federal 
bonuses to veterans the cost must be 
met by each individual citizen and busi- 
ness man. But that cost is not so great 
as to Cause any serious inconvenience to 
this great country—the only reason why 
this and other political incidents (such 
as Income Tax argument, the Farm Re- 
lief Measure, and the Immigration Laws) 
have had so much influence is because 
of the uncertainty which they foster. 

“There is nothing business dislikes so 
much as uncertainty. Let there be de- 
cisive measures and clear lines of policy, 
and business will adapt itself to condi- 
tions, whatever they may be. A sailing 
ship can make its port whether the winds 
be favorable or adverse; but it will toss 
helplessly if there be no wind at all. Un- 
certainty is the condition that becalms 
business and keeps it from moving. 
When the conventions are over, and the 
platforms known, we may have a slight 
revival, because business then begins to 
shape its course according to probable 
results; but the real issues will be de- 
termined in November. 

“Insurance is a business apart. Its 
main function is to remove uncertainty, 
to make things sure. In times of doubt 
the insurance salesman can preach his 
gospel with greater emphasis, and with 
«a strong conviction that he is helping 
to stabilize the general business of the 
nation. The year 1920 saw a record in 
life insurance, although it was a period 
of readjustment in business. The year 
1924 should give us another record, and 
the indications to date point in this di- 
rection. It is one of the hopeful signs 
of the future when the nation gives 
such evidences of thrift and foresight.” 


CHATTANOOGA SCHOOL 

Director Chas. J. Rockwell of the 
Division of Life Insurance Salesmanship, 
University of Pittsburgh, with his entire 
faculty, began a Summer Term of this 
school on June 9th at Chattanooga, 
Tenn., under the auspices of the Life 
Underwriters’ Association of that. city. 
The standard Pittsburgh course is be- 
ing given and the entire faculty, of five 
members, are in charge. The class is 
made up of representatives from twenty- 
one companies. 


NEW PUBLICITY MANAGER 

Edwin E. Sterns has been appointed 
publicity manager of Guardian Life to 
succeed Leonard L. John, who has re- 
tired because of ill health. 














MORE THAN 50% 


of the business written by some of our larger agencies is a 
direct result of the Fidelity lead service. Our agents interview 
interested prospects—people who have written the Head 


Office for information. 


Fidelity is a low-net-cost company operating in 40 
states. Full level net premium reserve basis. Over Quarter 
of a Billion insurance in force. Faithfully serving insurers 


since 1878. 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 
A few agency openings for the right men. 











How to Sell Endowment Policies 


By Geo. R. Craft, of Bankers Life of Iowa 


Agent—Mr. Smith, my name is Craft. 


I represent one of the great financial institu- 


tions of this country and Mr. So-and-So has recommended you for member- 


ship. 


I want to explain how my Company creates 


an immediate estate for you 


of $10,000 or more and you are only required to deposit a low rate of interest 


annually. 
Smith 


-That sounds like life insurance and | have all the insurance I need. 


Agent—This is life insurance, Mr. Smith, but it is more than that; it is also a scien- 


tific savings account. 


Smith—Well! you can’t sell me any more insurance. 


Agent—I’ll not ask you to buy any insurance, Mr. Smith. 


I simply recommend that 


you save a fixed sum of money each year and put it where it can’t be lost 


and Ill throw in the insurance so that it will cost you nothing. 


Besides this 


I'll show you how you can double your money. 
Smith—Well! that sounds all right; what is it like? 


Acent—The Bankers Lite Company has been in business forty-five years. 


We have 


assets amounting to more than sixty million dollars and we have distributed 


more than ninety million dollars among our members. 


Would you be willing 


to save about $400 a year and deposit it in our savings department over a period 
of twenty years ii my Company would immediately create a $10,000 estate for 
you, payable in cash to your family in event you do not live to carry out your 
plans and at the expiration of the term my Company would turn the account 
around and pay you $600 a year for the next twenty years, then hand you a 


bank draft for $5,000? 


Smith—State that again; it sounds too good to be true. 
AGE. 35 
Twenty Year Endowment, Settled Under Option Number One 
ASLO SS PIT AN TINUE so ais occ ae oa nec ee ore he os wir alee a oe ome ayers $494.30 
Average annual dividend (not guaranteed)..............000. eee eee 90.42 
Average net annual deposit (not guaranteed). ..............0 0000 eee 403.88 
TStaGeoGnts 1a AWRY VeAtSs oscnes Ar oswaedseedsanneredoraeNe oars $8,077.60 
Income 
$500:00 a year twenty years ($50000) «oo 6. ese ee wns craw sides one eo pl OOO0 
Surplus: «arnings: (average WZ99) access. ceric cox awanseee eeiaee 2,259 
Ce $612.95) 
CAS EE UOMO AN 5 ais setea ened od Ron accadioasaaedies Guna eeewe 5,000 17,259.00 
BAT MAR 55275 a reid Brest recto ae SIE eB tae Se Aa ea ne IR ie epee $9,181.40 


Thus it will be seen that the insured has been protected for $10,000 for twenty 
years free of cost and more than doubled his savings. 


CANADA LIFE IN LONDON 


Opens New Head Office in Historic St. 
James Square; Oldest Canadian 
Company 
The Canada Life has moved into its 
new head offices in London which are 
located in one of the most historic 
houses on historic St. James Square, 
formerly the residence of the second 
Viscount Falmouth. In addition, the 
company has acquired an adjoining 
house and it plans also to build a new 

building on the property in the rear. 
President Herbert C. Cox and other 
officers were on hand for the opening 
and a dinner was given at the Hotel 
Savoy. The Canada Life is the oldest 
of the Canadian life offices and it is the 
oldest life office in Great Britain with 
head office overseas. It originated with 
a banker of Hamilton, Ont., who, on 
making a proposal to a British office 


operating in Canada, was asked to go 
to New York for a special examination, 
his life being deemed to be under stand- 
ard. A journey from Ontario to New 
York 80 years ago, when there was no 
railway communication even between 
Toronto and  Montreal—the Grand 
Trunk Railway, the pioneer of Canadian 
lines, was not built) until 1854—was a 
more arduous undertaking than a jour- 
ney from London to San Francisco is to- 
day, but the banker went by coach and 
pack-horse, and apparently secured his 
insurance, 


TWO KINDS OF TRUSTS 


In the field of life insurance trusts 
there has come into use recently a new 
term, “Living Trusts.” They do not dif 
fer from voluntary trusts and = simply 
mean that the trust is created and takes 
effect during the man’s life time. 


Young Vanderbilt Buys 
Million Dollar Policy 


PROTECTS HIS STOCKHOLDERS 


Now Publishing Two Tabloid Illustrated 
Daily Papers On Coast and Will 
Start Others 





Cornelius Vanderbilt, Jr., son of Gen- 
eral Cornelius Vanderbilt and owner of 
two newspapers on the Pacific Coast, 
one called the “Illustrated Daily News” 
of Los Angeles, and the other the “Illus- 
trated Herald” of San Francisco, has 
taken out a $1,000,000 policy of life in- 
surance which has placed in 
twenty-five of the companies of 
the country. Mr. Vanderbilt was ex- 
amined by sixteen physicians. The pur- 
pose of the insurance is to protect the 
stockholders of the “Illustrated Daily 
News” and the “Illustrated Herald.” 

There is considerable interest in young 
Vanderbilt’s newspaper properties and 
in his personality all through the news- 
paper world. After going to college and 
through the war, Vanderbilt became a 
reporter on the New York “Herald,” the 
United Press, The New York “Times” 
and on other newspapers. He worked 
for Hearst and had his own newspaper 
syndicate. For a time he was “on his 
own; as his family wanted to see how 
he would develop in the newspaper busi- 
ness instead of going into railroads or 
finance, said to be their choice for his 
career. Then he got backing and started 
an illustrated paper in California, which 
proving a success he started a second. 
Then he became ambitious and announc- 
ed that other papers would be started 
so that there would be a great chain 
of Vanderbilt illustrated tabloid dailies, 
the keynote of which was cleanliness. 
He is selling stock in the newspapers to 
the general public. Some of the state 
ments made by his advertising and pub- 
licity men in the stock advertisements 
have been questioned and he has been 
warned not to shoot ahead too fast. 
His future has been much discussed in 
the newspaper executive offices and 
many hope that he will continue to win 
out. It is the consensus of newspaper 
opinion that he will either score big or 
make a disastrous flop. In the mean- 
time, it is believed that his interests will 
be more amply protected if he has in 
surance; and thus he has taken out the 
policy. 


Are You A Man 


Who is possessed of an am- 
bition to do bigger and bet- 
ter things? Have you a 
clean record and the ability 
to secure and build up a high 
Life Insurance organization? 


been 
best 








Are you a man big enough to 
consider an attractive man- 
ager’s contract for Buffalo, 
New York? 


If so, we will be glad to get 
in touch with you and ar- 
range for a conference. 


Address Agency Department 
Care, Eastern Underwriter 




















— 





PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 


well established company with a progressive management and 


an un- 


equalled dividend record, it will be to your interest to investigate our 


proposition. 
Address, 


PERMANENT, 


Care of The Eastern Underwriter, 86 Fulton Street, New York City 








The Columbian National Life Insurance Company 


Boston, Massachusetts ‘ 
ARTHUR E. CHILDS, President 


Columbian National Agents are in a position to offer the best forms of 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Policies backed by one of the strongest companies in the country, having 
ample capita], surplus and highest standard of reserves. 
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On the Subject of 
Twisting 


Ye HOPE for the time when all insurance men will be subject 

to certain ethical rules. One is, never to atlack another com- 
pany. Another is not to twist any business. There has been a 
good deal said and written on the subject of twisting, but I think 
the use of that word is a little too indefinite. When an agent is 
canvassing a man he should inquire whether other insurance ts 
to be discontinued if the new policy is taken, and if he finds such 
lo be the case he should quit the canvass. Again, no life insur- 
ance man should have anything to do with so-called insurance 
adjusters or advisers. Asa class they are engaged in deception 
and should be considered outside the pale of life insurance. 
Their work is often simply bald twisting. Their advice is often 
to take cash surrender values and reinvesting the money in other 
insurance in other companies. They often give advice that prac- 
tically upsets the insured in the matter of his plan of insurance, 
which perhaps he has wisely adopted. If you are professional 
men you should neither give business to nor take business from 
these adjusters. | even go further, and say that where you find 
aman holding term insurance, you should not try to persaude 
him to drop the insurance he holds in one company and take 
surance on another plan in another company. To interfere 
with such business is one way of twisting. And twisting of any 
kind is unprofessional. 


rom a Speech by Hatry Fiske, President, 
METROPOLITAN LIFE INSURANCE COMPANY, 
at the Philadelphia Sales Congress. 
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Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 














A story in connec- 


My Wife tion with the object- 
Objects to ing wife as an obsta- 
Insurance cle to placing insur- 
ance was told at the 

March meeting of the Lowell Life 


Underwriters’ Association. 

“A young Lowell doctor, realizing the 
lack of thrift virtue in his wife, and the 
thrift-inducing value of life insurance, 
mentioned the need of some provision 
for life insurance. No, she would have 
nothing to do with it, if it was her con- 
sent he was seeking—was_ unalterably 
opposed to it. 

“So, unknown to his wife, the young 
doctor took out a large policy, and made 
arrangements for premium payments 
through his bank. 

“A short nine months later an auto- 
mobile accident cut short his career. 
Today his wife, invalided and helpless 
in a wheel chair as a result of the same 
accident, has as her sole support a $100 
monthly income from the policy.” 


* * &* 


A few years ago a 
man bought life in- 
surance simply as a 
matter of custom 
with no definite idea 
of what he wished to accomplish with 
it, says R. S. Hart, general agent of the 
Connecticut General at Utica. 

Sut as the wonderful benefits of life 
insurance have become better known, 
the “Life Insurance Program” has come 
in, and it is now a common practice for 
the up-to-date salesman to interest his 
prospect, not only to buy insurance, but 
also to lay out a definite program to 
which he will add as he can, ultimately 
bringing his protection to a point where 
many different necessities are covered. 
This explains the ease with which, of 
late years policyholders have been re- 
peatedly sold additional insurance. 

In the case of a young married man 
with a family there is a limitless field in 
which the salesman can direct the desire 
of his client for more life insurance. 
Not only will he wish to provide for 
death expenses, but also for the lifting 
of the mortgage on his home, the crea- 
tion of a suitable income to protect his 
widow, fairly large at first, while the 
children are young, and smaller when 
the children have become self-support- 
jng. He will also want to provide for 
educational advantages for his children 
which he himself may have lacked. 

If the salesman keeps close to his 
client and the client prospers, accu- 
mulating an estate of some size, he can 
be impressed with the need for addi- 
tional insurance to cover Inheritance 
Taxes, administration expenses and not 
infrequently be persuaded to arrange 
through life insurance for bequests to 
charitable institutions or a church. 

How can any salesman, no matter how 


Don’t “Sell” 
Your Client 
Something 


efficient he may be, hope to sell any- 
thing simply because he wishes to sell 
it? He must make his prospect see the 
necessity and desire the thing to be pur- 
chased. No one will long continue to 
be a client if the salesman does not show 
eagerness to keep him well posted on all 
the rapidly developing new features of 
insurance. If when we call, we imme- 
diately impress upon him that we wish 
to sell him something, we soon become 
entirely selfish in his eyes, and he loses 
that interest which can be so easily con- 
served if we are willing to pay the price, 
to keep well posted ourselves and to 
spend a little time in his interests. 


x * * 


Sometimes Life In- 


Points On surance salesmen re- 
Closing gard the “close” as 
the Sale a separate step of the 

interview. It is not, 
says the Missouri State Life. The 
salesman begins to close the sale 
with the first “yes” of the  pros- 
pect. As soon as the prospect begins to 


agree with the agent the sale moves to- 
ward a successful termination. 

Test questions are one of the best ways 
to find out if the prospect is sold. These 
questions should be worded in such a 
manner that, regardless of the prospect’s 
answer, he is committed to the proposi- 
tion. A few of these questions are listed 
below: 

Would you prefer to pay for this 
policy annually, semi-annually or 
quarterly ? 

Would you prefer to have the doc- 
tor call at your office or at your 
home? 

You would want this money paid 
direct to your wife, wouldn’t you? 

Would you want this money paid 
to your wife in a lump sum, or 
would you prefer that she receive it 
as an income? 

Would you want $5,000.00 or do 
vou think that $3,000.00 is enough? 

If the prospect gives his implied con- 
sent by his answers to questions of this 
type or by other responses, or makes the 
affirmation that your proposition is a 
good thing, try to close. 

Bear in mind that by what you say 
to him and by the questions you ask you 
are swinging your prospect’s mind from 
“shall T buy, or shall I refuse to buy?”; 
“shall IT buy this or shall I buy that?” 

Too many agents make it difficult for 
the prospect to buy. The commonest way 
of doing this is to argue with the pros- 
pect. Once an argument starts, the pros- 
pect is hound to assume an antagonistic 
attitude which must be overcome before 
the sale can be closed. 

It is for this reason that the approach, 
the presentation of the interview, the 
methods of handling objections, etc., are 
directly related to the close. Bear in 
mind that the objective is the shortest 














SERVICE TO SALESMEN 


Advertising plan which is 
available absolutely free. 
No charge for prospect leads. 


BANKERS LIFE COMPANY 


GEO. KUHNS, President 
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to develop and hold their business. 
John Barker, Vice-President 


Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
WINTHROP M. CRANE, JR., President 


This Company has always pursued those policies in the conduct of its business that 
have given it a high reputation for stability and fair dealing. 

Has always rendered the highest grade of service to its policyholders. 

Its policy contracts give to each individual insurer full protection, safeguarding, at 
the same time, the interest of all its policyholders. 2 

Has always extended reasonable assistance and encouragement to its representatives 


Frederic H. Rhodes, Vice-President 























NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 


Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 











route from the approach to the closed 
sale. Anything which tends to prolong 
this route should be excluded from the 
interview. 

When you start to fill out the applica- 
tion blank, never ask the prsopect to give 
his full nafme. Start with the most im- 
portant question: “Now, if you were 
taking this policy you would want the 
money paid to your wife, would you not? 
What is her name?” 

After that, ask him a minor question 
on the application blank. “Where were 
you born, ete?” 

Tt is a good plan not to fill in all the 
questions on the application blank until 
you have tried for the signature. If the 
prospect will not sign, go back over some 
phase of the sale until his interest is 
again aroused, and then ask him the 
remaining questions, again attempting 
to get his signature. 

The main thing to remember is this: 
The close is not a separate, definite point 
where the salesman says: “Sign here.” 
It does not come abruptly, but grows 
gradually and naturally out of the inter- 
view. 

eS 


Getting the interest 

Getting of the prospect 

Prospect’s quickly and_ selling 

Interest - him during the first 

few moments of the 
interview is one of the sales character- 
istics of Captain John W. Heisse, a 
member of the Aetna Life organization 
in Baltimore. He explains his method 
as follows: 

Something is near and dear to every 
man—-his home, his business, his chil- 
dren, the market, the races, his car—and 
he will talk about it. Discovering these 
interests and approaching the subject of 
Life Insurance through them. has 
worked successfully in my soliciting. T 
rely principally on two plans to tap in- 
terest, as follows: 

1 Saving—It is comparatively easy to 
get a man to discuss his success or fail- 
ure in saving money and investing it, 
and easier still to get an answer to the 
question, “How would you like to have 
an income of: $250 per month for life. 
beginning when you are 55 years old?” 

Every man wants a financially inde- 
pendent old age, and with the statement 
that a very small percentage of people 
attain it, you are off in a discussion of 
the “Insurance with Life Income at 
Age 55.” T have found it an admirable 
self-starter and seller. 

In getting the discussion under wav 
with this policy, I am often able to de- 
velop other insurance needs and to fill 
them. It gets the prospect to thinking 
about his family and himself, and what 
would happen to them if his pet schemes 
for getting rich fail. 

2 Children—The growing demand for 
college-trained men in business furnishes 
me with a good starter. followed, of 
course, by inquiry as to how two-vear- 
old John or Albert or Mary is getting 
on. Fathers are alike the world over, 
and he will beam and tell you all about 
his son’s development, and about his 





WANTED 


The Manager of Agencies of 
an old established Eastern life 
insurance company is seeking a 
progressive young man of poise 
and judgment to act as a general 
assistant. He must be well 
grounded in life insurance, a 
good correspondent, have some 
knowledge of publicity work, and 
an ambition to grow. This is a 
salaried Head Office connection. 


State your qualifications in full 
and the salary you would accept 
at the start. 

Address Box 25 

Eastern Underwriter Company 


86 Fulton St., New York, N. Y. 











aims and ambitions for him. It is not 
difficult to get him to talk about ways 
and means of providing money to send 
the boy to college and to sell him an 
Educational Policy. 

Writing the application and delivering 
the policy invariably give opportunity to 
suggest other needs and cover them. 
Only recently I wrote an educational 
policy, and as a result placed $17,000 ad- 
ditional on the same life. My client was 
so pleased with the service that he has 
since sent me to three of his friends. 


x Ok 
Every man has a 
Threefold threefold financial 
Financial problem, says the 
Problem New England Mu- 
tual. 


1. Supplying the current needs of 
himself and family during his creative 
period. 

2. Accumulating an 
old-age needs. . 

3. Acquiring such an estate at once in 
case of early death. 

Life insurance is the only property 
offered on terms that will enable the 
poor man to acquire enough to fulfill 
in some measure this threefold obliga- 
tion. ; 

By the same token, the monthly 1n- 
come offers the man of means the only 
plan of insuring the success already at- 
tained. Impress on the rich man_ this 
truth: The world judges success always 
by the final results of life. “Rich today, 
poor tomorrow,” is usually equivalent 
to a self-imposed verdict of Failure. | 

Life income insurance quashes the in- 
dictment! 


estate to meet 


YOUNG BRANCH MANAGER 
Stanley N. Randolph, agency special 
for the Missouri State Life has been 
appointed assistant manager of the com- 
pany’s branch office at Seattle. Mr. 
Randolph is the youngest assistant 


branch manager the company has. He 
was formerly in charge at Spokane. 
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Agents Should Be A 
Force In Community 


THEY SERVE HIGH PURPOSES 





President Williams of Western ‘and 
Southern Life Tells of Important 
Function Performed by Salesmen 





In addressing a sectional conference 
of representatives of the Western and 
Southern Life of Cincinnati held re- 
cently, President William J. Williams, 
organized the company about 
thirty-six years ago, discussed the high 
purposes that should actuate life insur- 
ance salesmen. 

“We are engaged in a business which 
is worthy of our best efforts,” said Presi- 
dent Williams. “Not only that, but the 
life insurance business imposes on us an 


obligation of service to the community, 
which 


who 


carries with it, a responsibility 
to the families of our community, to 
render to them nothing less than the 


best there is in us. This is what identi- 
fies the life insurance business as a 
higher calling or vocation as distinct 
from a were commercial enterprise. The 
foundation of civilization is the home, 
because on the protection of the home 
rests the protection of the family, and 
nothing contributes more materially, in 
time of need, to the preservation of the 
family than life insurance. 

“The life insurance business is unique 
in that it gives a man the opportunity to 
render priceless social service and at the 
same time enhance his own material wel- 
fare. No sacrifice of the good things in 
life is demanded of the man who en- 
gages in our business; on the other 
hand, the more good he does to the 
commnuity in spreading the gospel of 
life insurance protection and its prac- 
tical application by placing life 


insur- 
ance policies in the homes, the better 
off is he himself financially. In fact, it 


may be truthfully said that a man’s earn- 
ing power in the life insurance business 
is limited only by his ambition and will- 
ingness to work. 

“As we look back on the years gone 
by we cannot help contrasting condi- 
tions which confronted men when the 
business was in its infancy with the con- 
ditions that prevail today. When the 
Western and Southern first started to 
write business just thirty-six years ago, 
there were but thirty-six life insurance 
companies in the United States with a 
total of about two and one-half billions 
of life insurance in force. Today there 
are more than 300 life insurance com- 
panies with approximately sixty billions 
in force. To any thoughtful person 
these figures alone are sufficient proof of 
the importance of life insurance. The 
very vastness of this great sum of sixty 
billions of dollars shows that there is 
something in a business which is cap- 
able of such growth. Such increase in 
value would be impossible for any en- 
terprise which was not justified by un- 
questionable integrity and founded on 
public service.” 





Ludwig Marum of 
He Makes the Knickerbocker 


Analysis agency of the Equit- 
of Needs able Life Assurance 


Society bases all his 
sales efforts upon a scientific analysis 
of needs with a view to rendering real 
life underwriting service to each pros- 
pect. He has given abundant evidence 
of the value of this method, an instance 
being the $65,000 recently placed on one 
of his clients whom he wrote last year 
for $170,000, and which brings the total 
insurance craried by this individual up to 
the Equitable’s limit. Mr. Marum was 
obliged to seek other companies in order 
to place an additional $250,000 which he 
Was commissioned to place upon the 
Same life. All of this insurance has 
heen issued and delivered; the annual 
Premiums amounting to over $19,000. 
fotal premiums for the entire coverage 


on this one individual amount to over 
$30,000 annually. 


Agent Has System 
For Saving Time 


SCHEDULES ALL HIS 


WORK 





Conservation of Time One of Insurance 
Salesman’s Chief Problems In 
Planning Day 





It has been frequently said that time 
is the life insurance salesman’s greatest 
asset and its conservation one of his 
greatest problems. A Lincoln National 
Life man, P. S. Hallman, has a system 
which he has used for a long time with 
very satisfactory results. He describes 
his routine as follows: 

“Your average evening ought not to 
last later than eleven. Your prescribed 
eight hours of rest brings you up at 
seven in the morning. A setting up exer- 
cise of twenty minutes or a ‘daily dozen’ 
vigorously done will keep you in perfect 
physical condition and work wonders. 
The bath takes the next ten minutes and 
with thirty minutes to shave and dress 
you are at the breakfast table at eight. 

“\ hearty breakfast is a wonderful 
thing to start the day on and fifteen 
minutes is sufficient in which to eat it 
without wasting either any of your time 
or breakfast. The mind is never quite 
so receptive as at this time of day or 
never quite so free from those things 
that prevent concentration. This then is 
the study hour. 

“Fight fifteen then to nine thirty is to 
be spent in building up the mind. Forty- 
five of those minutes to be used in abso- 
lute study, the other thirty minutes in 
bringing yourself up to the minute on 
those cases upon which you are about 
to call. I know of no class of prospects 
that can be interviewed before nine 
thirty in the morning. Surely the em- 
ployee cannot and it takes until that 
time or later for the average business 
man to get his business started for the 
day. 

“From nine thirty to twelve shall be 
spent on interviews arranged the pre- 
vious day or on back-calls coming up 
through the medium of your daily re- 
minder. It is in this period that new 
calls must be worked in and particularly 
co where there is a deferred interview 
or a back-call out. From twelve to 
twelve thirty you check up your morn- 
ing’s work transferring any deferred in- 
terviews or out back-calls to the after- 
noon and arranging your afternoon 
schedule in accordance. From twelve 
thirty to one thirty you lunch and a 
wonderful topic of conversation between 
you and the man placed opposite you 
at the table is his life insurance. You 
save time there by wisely spending it. 

“From one to four is a duplicate of 
the time between nine thirty and twelve. 
From four to six is to be used exclusively 
on interviews with and calls upon that 
class of prospects not approachable 
earlier in the day. It is at the end of 
this period that the time allotment of a 
deferred interview or out back-call can 
be utilized in cleaning up your agency 
detail and routine. If you have con- 
sistently followed this schedule, you are 
permitted to spend from six to six 
thirty in cleaning up and dressing either 
for dinner or the evening or rest. In- 
variably, however, the cleaning up 
process is equal to a rest. 

“From six thirty to seven thirty you 
have your dinner with your paper and 
cigar following. 

“From seven thirty on the time should 
be your own but you are passing some- 
thing up if on a fair number of evenings 
you have no appointment for seven 
thirty. This is the time of day when 
men are most comfortable, in the best 


— 





BANKERS LIFE . BUSINESS 
The new business of the Bankers Life 
of Des Moines for May set a record for 
the company with $14,443,709 examined 
business. This is two millions ahead of 
last year and one million over May 1922. 
New business for five months is over 


$60,000,000 or an average of $12,000,000 
a month. 








New Insurance ; 


Insurance in Force 








Insurance Record, 1923 


Increase of $58,623,876 which is 
61% of the New Business 


New England Mutual Life Insurance Co., 
Boston, Mass. 


. 7 


$ 96,148,025 
719,421,634 














humor and more readily approachable, 
and with their nervous energy operating 
in the region of their stomach instead 
of their brain more susceptive to the 
arguments you have to set forth. 

“Sometime between seven thirty and 
your retiring you should spend the time 
necessary to outline your efforts for the 
following day. This schedule may need 
changing in detail as, for instance, to 
allow the time necessary for you to go 
to and from your field of operations. 
In the main it is one that can be fol- 
lowed for I have tried it.out and I know 
it is going to do real things for me.” 


N. E. Degen, manager at Pittsburgh 
for the Aetna Life will provide office 
space for all agents attending the school 
of life insurance at the University of 
Pittsburgh. 


MADE WINNIPEG MANAGER 

Robert I. Clancey has been appointed 
manager at the Winnipeg office of the 
Aetna Life. All of his business activity 
except a brief period in the banking 
business has been devoted to life insur- 
ance. His first connection was with the 
Great West Life. A dozen years ago he 
was manager of the western branch of 
the National Life of Canada and in 1920 
he was western director for that com- 
pany. He has a record as one of the 
largest producers in Canada. He was 
born at Sterling, Ontario, and was edu- 
cated at Albert College. 





H. O. Fishback, for eleven years in- 
surance commissioner of the state of 
Washington, will run for office again at 
the November election. He is a com- 
petent official. 








Assets 
Liabilities 


Insurance in Force............0- 
Payments to Policyholders 


INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
{ssuex the most Libera] formg of ORDINARY Policies from $1,000.00 to $90,000.00 
with premiums payable annually, semi-annually or quarterly, 
*NDUSTRIAL Policies from $12.50 to “51,000.00, with premiums payable weekly 
CONDITION ON DECEMBER 31, 1923 
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Total Payments to Policyholders since Organization...............esceceeeeeees 32,747 ,808.35 
1OHR G WALKER. President 
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34 Nassau Street 














THE MUTUAL LIFE 


The Mutual Life Insurance Company of New ork 
has a record of EIGHTY YEARS of prosperous and suc 
cessful business. It has passed through panios, pestilence 
and wars unharmed, and to-day, as a result of eight decades 
of endeavor, offers financial strength, reputation, magni- 
tude, leadership, and life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 

















New York 
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JOHN L. WAY 
There are two striking angles to the 
John L. Way as 
Travelers, 
that a 
virility and enthusiasm should retire and 
the other the statement that he has been 


retirement of vice- 


president of the announced 


this week; one man of such 


Those 
who with him 
lately will not believe the latter informa- 
tion, but it is true. 

While Mr. Way owns a big stock farm 
in Connecticut on which there is a fish- 


forty-five years in insurance. 


have come into contact 


ing and game preserve, there is no in- 
surance has 
devoted more time to the pursuit of his 
profession than the retiring Travelers’ 
For 


man in the country who 


vice-president. years he arrived 


early and left late and he has always 
been a prodigious worker. It was dif- 
talk to 


more than five minutes without broach- 


ficult for him to anyone for 
ing the subject of life insurance; in fact, 
the longer his experience in the insur- 
ance business the more carried away by 

That 
being 


it he was. priceless and happy 


faculty of able to generate en 


thusiasm and sway men was his. He 
learned the life insurance business from 
the ground up, first as a field man and 
then as a general agent; and as manager 
of the Travelers at St. Louis he attracted 
nation-wide attention. It remained only 
a question of time before he was brought 
to the home office where he worked at 
years, but instead of 


high tension for 


this breaking him down as it had done 


so many he thrived upon it. 
field the 
head of the 
company. He 
the best 


and 


\mericans, 
Out in the 


was proud of the 


Travelers’ force 
agency 
department of the takes 
into retirement wishes of hun 


dreds of agents managers. He 


leaves in a blaze of glory. The presi- 
dent and directors of the company gave 
him a dinner on Wednesday night; the 
home office agency staff gives him an- 
other one on June 20. 

“T can explain his success by resort 
ing to a pun,” said a Travelers’ executive 
recently. “John had a way with him— 
that irresistible. He made 
and he made agents, both of 
whom stuck,” 


a Way was 


friends 


June 20, 1924 








SELLING AT LESS THAN COST 

It is axiomatic in business circles that 
large sales at a small profit will event- 
ually yield an immense net income. F. 
W. Woolworth and 
factorily proved this. Conversely a large 
turnover with a minute loss on each unit 
will 


concern or 


others have satis- 


finally prove the undoing of any 
For the last 
marine underwriters 


business. few 


years have unsuc 


cessfully tried to disprove the latter con- 
with their 


tention underwriting. 


In many cases today marine insurance is 


cargo 


quoted on cargoes at less than cost in 
order to get or keep an account from 
a competitor. This process cannot con- 


tinue indefinitely without disaster to 


some agency or company underwriting 
department. 

The financial reports of the American 
Marine Insurance Syndicates, published 
value of concerted 


recently, show the 


action and careful underwriting. True, 
the 1923 
date, but that is rather the result of fate 
than The other 
The Syndi 
cate turned down over a dozen offerings 


hull account shows a loss to 


deliberate gambling. 


years have been profitable. 


because they were not ready to meet 
absurdly low quotations from foreign un 
But not so with cargo un 
Marine 


derwriters. 


derwriting. men vie with one 
another to slice rates until today cargo 
had 


squeezed out of them. 


rates have every iota of profit 

Marine underwriters are seeking tax 
relief and escape from oppressive regu- 
through the 


certainly 


lations state legislatures. 
this assistance 
which they have so long fought for but 
gained in very few states. 


They deserve 
However, this 
help will avail nothing if they themselves 
throw loss experience to the winds in 
There is 
nothing new but still a host of truth in 
the remark that American marine under- 
writers must 


their mad race for premiums. 


soon act in concert with 
respect to cargo rates as they have so 
hull witness 
another flood of fatalities such as deci- 


mated the market in 1920 to 1922. 


well done with rates, or 


H. V. CHAPMAN MARRIES 


Hl. V. Chapman of Le Roy, Ohio, and 
Sarah Lucille, daughter of Dr. and Mrs. 
QM. A. Thompson of Hillsboro, Ohio, 
were marricd in the Methodist church 


at Hillsboro at 11 
June 14. 


o'clock, Saturday 
The bride and bridegroom are 
touring some of the eastern states via 
auto. Mr. Chapman is associated with 
the Ohio Karmers Insurance Company 
of Le Roy as advertising manager and 
manager of the printing department. 


A. L. Bernstein, insurance broker of 
25 W. 43rd St., New York City, made 
a wager with Wilham LL. Kick, manager 
of the accident and health department of 
the Maryland Casualty, that he could 
sell one of the special automobile acci- 
dent policies of the Maryland Casualty 
at the rate of one a minute for fifteen 
minutes. Mr. Bernstein won the wager 
by selling thirty-four of the policies in 
the fifteen minutes allowed. Since this 
feat Mr. Kiek has been complaining of 
digestive troubles, due he says, to eating 
at “rough and readies.” t 

* ok Ok 

F. B. Kellam, manager of the Royal, 
is soon to pay a visit to the head office 
of the company in Liverpool. 

* Ok ok 

Harvey Thomas, advertising manager 
of The Prudential, and one of the clev- 
erest “idea men” in the country, is on 
an extended leave of absence. 











The Human Side of Insurance 


























PAUL LODER 


Paul Loder, newly-clected president of 
the Philadelphia Association of Life 
Underwriters, is manager of the Phila- 
dlephia agency of that company. Mr. 
Loder is an efficient agency manager, 
stands well with the entire Philadelphia 
insurance fraternity, but from a news- 
paper standpoint is not “good material” 
for copy, as in response to a request for 
a story of his career, he wrote to this 
paper: “There seems to be nothing of 
particular interest in a story of my busi- 
ness life. Thirty years of life insurance 
work have been intensely stimulating, 
but nothing has oecurred which IT can 


think of that will create copy for a 
story.” 

x * * 
C. Lee Moore, father of C. Lee 


Moore, Jr., cashier in the Richmond of- 
fice of the Equitable Life of New York, 
is a candidate for Democratic nomina- 
tion for governor of Virginia. He has 
been state auditor of public accounts 
since 1912 and has been connected with 
the auditor’s office for the last forty 
years. 
kok * 

E. H. Hastings, recently appointed 
cashier and office manager in the gen- 
eral agency of Mowry & Reinmund, 
New York, representing the Aetna Life, 
has been in the service of the company 
for twenty-five years. After serving in 
the home office he went into the field as 
a traveling auditor covering a wide terri 
tory. He came to the New York office 
from Cleveland where he has been 
cashier. 


The imagination of Will G. Farrell, of 
Los Angeles, who is doing press work 
for the life insurance men of that city 
in behalf of the forthcoming life under- 
writers’ 


convention, was a_ subject of 
comment this week in the insurance 
newspaper offices when they received 


the publicity material from Farrell's of- 
fice. He solemnly declared that Los 
Angeles agents estimate “that 3,000 mem- 
bers of their craft will be attracted to 
Los Angeles for the meet. This num- 
ber will be increased by the local mem- 
bership of 1,000, which promises that the 


Robert B. Shepard has been promoted 
to the position of electrical engineer in 
charge of the electrical department of 
the Underwriters’ Laboratories, head- 
quarters in New York. He began his 
work for the Laboratories as an in- 
spector in Schenectady, and since 1913 
has been in the electrical department at 
the New York office where he has con- 
tributed largely to the growth of elec- 
trical work there and has built up a wide 
acquaintance with manufacturers and 
the varied electrical associations and in- 
terests in the East. 

kk Ok 

Curtis R. Welborn assumed the duties 
of superintendent of the Label Service 
of the Underwriters’ laboratories on 
June 15, succeeding Charles R. D’Olive 
who left to enter business as vice-presi- 
dent of the Ira A. Jones Company, 
Chicago. Mr. Welborn entered the em- 
ploy of the Laboratories as assistant 
engineer, gases and oils department, in 
1920. In 1921 he was made associate 
engineer of the department in which 
capacity he has given special attention 
to the development of standards, and 
the testing of oil burners and their ac- 
cessories, and the testing of acetylene 
generators, used both for welding and 
for lighting. 


* * * 
Arthur E. Gates, manager of the 
casualty department of the Boston 


Branch Office of the Travelers, has been 
with this office for the past twenty-five 
vears. He first became connected with 
the Travelers in 1899. After serving in 
various capacities he became a_ special 
agent in the liability department. He 
became assistant manager in January 
1910 and in April 1914 became manager 
of the compensation and _ liability de- 
partment. Besides his insurance inter- 
ests Mr. Gates is interested in religious, 
civic and political affairs in Boston. 


x * x 


William J. Graham, second vice-presi- 
dent of the Equitable Life Assurance 
Society, who has been ill for a fortnight, 
is in Atlantic City recuperating. 

* ok Ok 


Secretary E. G. Driver of the Board 
of Underwriters (marine) of New York, 
will sail for England in August, to be 
gone about six weeks. Mr. Driver plans 
to take his family with him. 

* Ok Ok 


Dr. Tipton Ray Snavely, wlio repre- 
sents the Mutual Life of New York at 
the University of Virginia, has heen 
promoted from associate professor to 
professor of economics. Dr. Snavely re- 
cently read a paper before the National 
Foreign Trade Council at Boston. He is 
planning to spend six weeks at Austin 
this summer teaching in the summer 
session of the University of Texas. 

* Ok Ok 


John T. Dunbar, of the Washington, 
ID. C., office of the Atlantic Life, and 
Miss Anna M. Clemens, of St. Lous, 
Mo., were married recently. They have 
just returned from their honeymoon. 


CONVENTION CAN DRAW WITHOUT BUNK 


attendance at the convention will be a 
record-breaker.” 

This is one of those press agency bally- 
hoos which are misleading and unneces- 
sary. The program at Los Angeles 1s @ 
good one; the sessions will contain much 
of value: many people will take_ the 
long trip from the East and Middle 
West and find themselves well repai¢ 
for the journey; and why not let it 8° 
at that without spreading on the bunk? 
Of course, the Los Angeles convention 
will not be a record-breaker in attend- 
ance. How could it be when it is at one 
corner of the continent and in July? 
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INSURANCE 











Book For Farmers On 
Elevator Insurance 


TIPS GIVEN BY J. J. FITZGERALD 





He Started Grain Dealers’ National 
Mutual Fire Insurance Company; 
Advice on Rates and Forms 


J. J. Fitzgerald has written for the 
American Institute of Agriculture a 
booklet for members bearing the cap- 
tion “Insurance Against Marketing 
Losses.” He has been in the insurance 
business since he was fourteen years old, 
beginning at Saginaw where he was em- 
ployed by a fire insurance company for 
six years. In 1902 he started the Grain 
Dealers National Mutual Fire Insurance 
Company. His sole assets at the time 
were a desk, two pens and a partner. 
He has built up a strong mutual of 
which he is secretary. He has sold in- 
surance from town to town, driving 
horse and buggy. He has also had con- 
siderable experience adjusting claims. 
In his booklet he discusses all kinds of 
insurance, 

Mr. Ilitzgerald estimates there are 
25,000 country elevators in the United 
States which are operated by individuals, 
co-operative companies, and line com- 
panies where wool, beans, potatoes, and 





other products are marketed. 

“Insurance on individual and_ co- 
operative elevators is handled largely 
by mutual companies organized and 
operated by elevator men. Line ele- 


vators, for the most part, seek insurance 
in stock companies. The country ele- 
vator, where handled by the mutual 
companies that are careful in their selec- 
tion of risks and insistent upon fire pre- 
vention measures, has been brought up 
to a comparatively high standard as a 
fire risk, and the insurance cost reduced 
accordingly,” he says. 

“Where twenty years ago elevator 
rates were extremely high, today the 
better class of houses rate even lower 
than some classes of mercantile risks. 
Fire-resistive elevators (largely con- 
crete) are being erected at many country 
points, and where the volume of busi- 
hess will warrant the investment, this 
style of elevator is by far the best.” 


Average Insurance Problems 


In order to give the members of the 
American Institute of Agriculture an 
idea of the insurance problem of the 
average country elevator man, Mr. Fitz- 
gerald takes this case: 

“John Smith owns an elevator at 
Thomasville, Ill.; also a warehouse in 
which he handles flour, feed, and coal. 
The plant classes as a good fire risk, 
and he had the choice of either mutual 
or stock insurance. He takes out a 
policy for $10,000 to cover his elevator 
buildings and machinery, and as he will 
carry at least $2,500 worth of grain, feed, 
and coal at all times, he places that 
amount of insurance on his stock policy. 


The item in his policy covering stock 
would read as follows: 

“$2,500 on grain, seeds, flour, meal, 
feeds (excepting hay and straw unless 
specifically mentioned), beans, coal, wool, 
twine, sacks, bags, and such other mer- 
chandise as may be handled or used by 
him in his business, his own or held by 
him in trust or on commission, or sold 
but not delivered, if assured is legally 
liable therefore, all while contained in 
the above described elevator building or 
in cars within 100 feet of said building, 
for which bill of lading has not been 
issued by the railroad company. 

“This form was constructed for use 
in any section of the country, and de- 
scribes all the products that are likely 
to be handled at a country elevator. 
Hay and straw are excluded from the 
general form, but may be included by the 
payment of an additional premium, as 
the handling of these products creates 
an extra fire hazard. 

“When the warehouseman on _ the 
Pacific Coast looks to the farmer to 
carry his own insurance on stored grain, 
Mr. Smith carries the insurance on all 
the contents of his house in his own 
name, or, at least, he should do so 
whether his state laws require it or not. 
He has an insurable interest in all prop- 
erty stored in his house, as he would be 
liable under certain conditions for its 
destruction by fire or the elements. 

“Having such liability, it is the better 
practice that he carry the insurance in 
his own name, and be responsible for 
handling it, rather than depend upon 
the owners of the goods to insure. Their 
failure to do so might leave him with a 
heavy loss. 

“Further, his elevator is located on 
railroad land, and he has signed a lease 
which exempts the railroad from liability 
for loss by fire due to the operation of 
their trains. Such leases have been de- 
clared null and void in one or two states, 
but they are valid elsewhere. 

“An Elevator Man is Liable.” 

“A farmer storing grain and neglect- 
ing to insure, could set up the claim that 

he railroad was liable for any loss by 
fire that might occur, and if such were 
proved to be the case, the railroad under 
the conditions of the lease would look 
to Mr. Smith for reimbursement. That 
is another reason why he should have 
all insurances in his own name. 

“It happens very often that grain is 
loaded out too late in the day to be billed 
to destination. Until bill of lading is 
issued, no liability can attach to the rail- 
road company for damages; therefore, 
the elevator must have insurance ex- 
tended to cover grain in cars within 100 
feet of elevator. 


Seasonal Insurance 


“After the harvest days when grain 
begins to move, Mr. Smith will find his 
elevator filling up, and he must then 
take out additional fire insurance to 
cover his increased values. This he can 
do through the local office of one of the 
stock companies, or by dealing directly 
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GEO. Z. DAY, Secretary 


with one of the mutual companies 
specializing on his class of business. 

“These companies have a system for 
handling short term insurance that is 
very convenient for the grain man. But 
the rapid fluctuations in grain values 
during marketing seasons, at which time 
Mr. Smith is very likely to be busy, 
might often find him with over-insur- 
ance which adds to his expense account, 
or under-insurance which might prove 
disastrous, 

“However, the handler of grain and 
other farm products can use short term 
insurance to advantage if he will take 
time to look after it; but it is a very 
common failing to neglect insurance 
matters. 

Insurance for Fluctuating Values 


“The premium adjustment form, or 
general coverage as it is also known, 
is the most satisfactory form of insur- 
ance for fluctuating values that has yet 
heen adopted, and while it is of recent 
development, it is being used quite ex- 


tensively for handling insurance on farm 
products. There are several forms under 
which this plan of insurance is written ; 
but the coverage in the main is this: 


1. The company is liable for the full value 
of stock on hand at any time, subject to a 
limit set in the policy, which is placed 
high enough to cover the highest possible 
values. 

2. An initial premium is collected at the 
time the policy is issued. This varies with 
the form used. 

The insured makes a daily or weekly 
eK: to the company, declaring the actual 
values on hand each day or on a selected 
day of each wee The values so reported 
are averaged, and an adjustment of the 
premium made either monthly or at the 
end of the year according to the plan 
selected. : 

The advantages of this form of insurance 
are: 

a. 100% insurance at all times, subject 
to the limit named in the policy. 

b. Automatic regulation of insurance to 
values. 

c. Payment of premium on actual values 


ymily. : 
d. Relief from many insurance worries. 


“The company is protected against in- 


(Continued on page 14) 














FOR SALE 


50 Great American Ins. Co. 

10 American Alliance Ins. Co. 
50 Hanover Fire Ins. Co. 

50 Fidelity-Phenix Fire Ins. Co. 
50 Continental Insurance Co. 
200 Westchester Fire Ins. Co. 





Telephone: John 4000 





INQUIRIES INVITED 


Our weekly quotation list will be sent weekly upon request. 


J. K. RICE, 


NEW YORK 


WANTED 


100 Carolina Insurance Co. 

50 Franklin Fire Ins. Co. 

100 Hanover Fire Insurance Co. 
100 U. S. Fire Ins. Co. 

100 New York Plate Glass Ins. Co. 
100 Lloyds Plate Glass Ins. Co. 


= 








JR., & CO. 


36 Wall Street 























CHARLES HOYT SMITH 
OR 


MARSHALL & STERLING, INC. 
Poughkeepsie Trust Co. Building 
POUGHKEEPSIE, N. Y. 


Telephone 8271 


We pay Brokers liberal commissions and protect their accounts. 
We furnish insurance Engineering and Prevention Service gratis es 


Fire and Compensation risks. 


We write Fire and allied lines, Compensation, Liability and Autemebiles. 


We represent fifteen of the leading Fire Companies and are General 
Agents for the Globe Indemnity Company. 
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Tourist Floater Risks 


Jewelry, Furs and Personal Effects covered 
against “ALL RISK” losses anywhere in 
the Wide World—Form broad and liberal. 


Particulars upon request. 


MARSH & MSLENNAN 


175 West Jackson Blvd. 
CHICAGO 
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Another Arbitration 
Case Doesn’t Work Out 


OPINION OF JUSTICE McAVOY 


Clause for Appointment of Appraisers 
to Fix Damages May Be Only Inci- 
dent of Loss and Therefore Not 
Arbitration 
Another interesting arbitration case 
has been decided, this time in the Appel- 
late Division of the Supreme Court of 
New York, American Insurance Cuom- 
pany vs. Max Wasserman, Justice Mc- 

Avoy making the decision. 

It is to this effect: A clause in a 
policy of insurance providing for the 
appointment of appraisers to determine 
the amount of damage to insured prop- 
erty, which does not authorize the 
appraisers to pass upon the question of 
the whole liability, but restricts them to 
the question of damages arising from a 
loss, does not constitute an arbitration. 

The lower court had granted an order 
directing arbitration under the appraisal 
clause in the standard fire insurance 
policy. Justice McAvoy decided that 
this is not warranted by the section of 
the arbitration law which permits com- 
pulsory enforcement of an agreement to 
arbitrate when contained in a contract. 





Opinion of Justice McAvoy 

In discussing the clause in the policy 
relative to the selection of an appraiser 
following a disagreement, Justice Mc- 
Avoy said: 

“There can be no doubt that this pro- 
vision in the policy is a provision in a 
written contract to settle through an ap- 
praisal the amount of loss in controversy 
between the parties to the contract. If 
such an appraisal be equivalent to an 
arbitration in legal effect, then the right 
of petitioner is complete. A distinction, 
however, has invariably been observed 
between the reference of a collateral or 
incidental matter of appraisement or cal- 





culation the decision of which is not con- 

clusive as to the ultimate rights of the 
parties, except the mere matter of 
amount due, and the submission of all 
the matters that are in controversy be- 
tween the parties for final determination 
upon the whole issue. The distinction 
has been preserved because the submis- 
sion of a collateral fact or of a particular 
question, without making the whole 
controversy the subject of the determin- 
ation of arbitrators, is not deemed a 
coercive means designed to put an end 
to the controversy between the conten- 
tious parties. The fulcrum of this rul- 
ing is that such an incidental reference 
of an amount due merely substituted 
the judgment of the appraisers for evi- 
dence of value on a collateral matter and 
left the rest of the controversy open for 
adjudication in the legal forum. In such 
circumstances it has hitherto been con- 
sidered that a decision on such a subject 
was not an award, nor was the referring 
of such a matter to appraisers a submis- 
sion to arbitration. 

“The Arbitration Law (ch. 275 of the 
Laws of 1920) does not make agree- 
ments to determine certain facts by ap- 
praisal arbitrations if they had not such 
nature anterior to its enactment, and the 
rule persists that an agreement for the 
appointment of appraisers under the 
provisions of a policy of insurance to 
determine the amount of damages to in- 
sured property does not constitute an 
arbitration, since the appraisers are not 
authorized to pass on the question of the 
whole liability but are restricted to the 
question of damages arising from a loss. 
The doctrine thus formulated has been 
frequently reiterated in this state and it 
would be quixotic now to argue that the 
agreement for an appointment of ap 
praisers to determine merely the amount 
of damage is a contract for submission 
to arbitration. Authorities in this state 
have maintained the rule that the dis- 
tinction between agreements for an ap 
praisal of damage and arbitration of the 
whole dispute should be recognized. 





“In Strome v. London Assurance Cor- 
poration (20 App. Div., 571, aff’d 162 
N. Y., 62) the court’s declaration was: 
‘The appraisement and estimate under 
the New York standard policy of fire in- 
surance is not the same proceeding as an 
arbitration and award at common law or 
under the Code. 

The Arbitration Law itself does not 
extend the hitherto recognized type of 
arbitration so as to include within its 
cembracement appraisals of incidental 
matters which are at times provided for 
in contracts, and since prior to the adop- 
tion of the Arbitration Law appraisals 
of the character provided for in insur- 
ance policies were never considered as 
arbitrations and were had quite infor- 
mally without the procedure of oaths, 
witnesses, notices of trial and formal 
awards, there is no reason indicated for 
a change thereunder.” 





West’s Legal Digests 








“The Southern Underwriter” reprints 
digests of insurance decisions copy- 
righted by the West Publishing Co., of 
St. Paul. Some of the recent digests 
are in brief: 

Loss payable clause in policy issued 
to mortgagee held effective. 

Mortgagee has insurable interest in 
iortgagor’s property. 

Policy taken out by mortgagee held 
not valid by policy taken out by owner 
of mortgaged property. 

Recovery of amount larger than that 
asked for in original petition held not 
error in view of judicial admissions. 

\ssessment fire insurance written out 
of territory prescribed in certificate of 
incorporation void. 

Action by assured against insurer re- 
pairing barge for damages in second 
disaster on account of inadequacy of re- 
pairs held not barred by action for re- 
pairs paid by insurer. 


MOVE TO BUY LUMBERMEN’S 





Philadelphia Syndicate, Linked With 
Independence Indemnity, Offers 
$105 a Share 
The Stokes, Packard, Haughton and 
Smith syndicate of Philadelphia, which 
was connected with the organization of 
the Independence Indemnity two years 
ago, is now negotiating for the purchase 
of control of the Lumbermen’s Insur- 
ance Company, offering $105 a share for 
a majority of the stock. The par value 
of the stock is $25 and the last recorded 
public sale Was $62.25, reported at 

auction November 14, 1923. 

It is with the intention of making the 
Lumbermen’s more active in fire insur- 
ance that the syndicate is seeking con- 
trol according to reports. The present 
inanagement of the company looks with 
approval on the move and urges stock- 
holders to accept the offer. Isaac W. 
Roberts is now acting president of the 
Lumbermen’s. The company has a capi- 
tal of $500,000 and admitted assets of 
$2,448,506. Its affairs have been ably 
managed and it has paid satisfactory 
dividends to the stockholders. 

Book for Farmers 
(Continued on page 13) 
correct reports by a condition in the 
policy which penalizes the insured in 
case of loss, and reported values are 
found to be less than actual. 

“It is obvious that the premium ad- 
justment policy can be placed only with 
the man who keeps a proper record of 
his business, but as it fits so well into 
any business where values fluctuate, it 
will call for better accounting systems 
where needed.” 


PECK WITH CALEDONIAN 


Louis H. F. Peck has been made 
special agent of the Caledonian and the 
Caledonian-American, headquarters at 
56 Pine Street, New York City. 





LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Neal Bassett, President 

John Kay, Vice-Pres, and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


FIREMEN’S 


INSURANCE CO. 


of Newark, N. J 


Organized 1855 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital .......*$3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities. 


Net Surplus. 


8,181,979.10 
*3,501,619.22 





Total ........$14,683,598.22 


Policyholders’ Surplus, 
$6,501,619.22 


“As changed April, 1924. 





Henry M. Gratz, President 

Neal Bassett, Vice-Pres. 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
Davis G. Vaughan, Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


Girard F.«M. 


INSURANCE CO. 


of Philadelphia 


Organized 1853 
Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........$1,000,000.00 


Reserve _Reinsur- 
ance Fund and 
Reserve for all 
other liabilities.. 2,949,854.39 


Net Surplus.... 1,075,257.03 





Total .........$5,025,111.42 


Policyholders’ Surplus, 
$2,075,257.03 














Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
John A. Snyder, Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


MECHANICS 


INSURANCE CO. 


of Philadelphia 
Organized 1854 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........$ 600,000.00 


Reserve _Reinsur- 
ance Fund and 
Reserve for all 
other liabilities.. 


Net Surplus.... 


2,208,445.09 
865,373.90 
Total .........$3,673,818.99 


Policyholders’ Surplus, 
$1,465,373.90 








H. M. Schmitt, President 

Neal Bassett, Vice-Pres. \ 
John Kay, Vice-Pres. and Treas. \ 
Waite Bliven, Vice-Pres. and West. Mgr. 
Thos. A. Hathaway, 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa. 


Organized 1866 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........$1,000,000.00 

Reserve Reinsur- 
ance Fund and 
all other liabili- 
eae 2,938,245.94 


Net Surplus ....1,819,295.35 





Total .........$4,757,541.29 


Surplus to Policyholders, 
$1,819,295.35 











LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 




















Ju 


€ 


ee ee ee oe ee ee ee a ae lr hl SS lle 


he 








June 20, 1924 


. 








Page 15 








| Retaliatory Threats Against New York 


(Continued from page 1) 


legal, care being taken that it meets the capital 
and deposit requirements fixed for the class of 
business which it is writing. 

“TI believe that some of the companies 
of your State in applying for admission 
to New York have been forced to relin- 
quish powers in the State of Arkansas 
or have refused to apply for admission 
to New York because of this necessary 
requisite. 

“T shall be glad to know what stand 
vou will take in this matter. I believe 
that if enough pressure is brought by 
other states upon the New York De- 
partment this rule will vanish forever.” 


Missouri 


Robert E. Daly, actuary, said the posi- 
tion of the Missouri Insurance Depart- 
ment is as follows: 

“Under our law, a company may or- 
ganize as a fire insurance company, and 
if it confines its business to automobile 
insurance, it can write a complete cov- 
erage automobile policy. However, if 
it writes any other lines of business, it 
cannot write automobile liability insur- 
ance, and, of course. a company incor- 
porated as a casualty company cannot 
write automobile fire insurance. How- 
ever, under the laws of some other 
states, a company organized thereunder 
is permitted to write all kinds of auto- 
mobile insurance, and in addition there- 
to, other lines of casualty insurance. 
When such a company has applied for 
admission to this state, provided it could 
otherwise meet the requirements of our 
laws, we have permitted it to operate in 
Missouri provided it confined its writings 
to automobile insurance; in other words, 
we did not refuse it a license because of 
the fact that under the laws of its home 
state it could write other classes of in- 
surance; neither did we insist that it 
forego writing the other kinds of insur- 
ance permitted by its charter in the 
other states in which it was authorized 
to transact business. 

“If the situation were reversed, and 
the New York Insurance Department 
refused to license one of our companies 
simply because it would not agree to dis- 
continue writing in other states the lines 
of business provided by its charter, we 
would resent the action taken by the 
New York Insurance Department and 
govern ourselves accordingly. Of course, 
we would expect the New York Depart- 
ment to admit the company in New 
York, with the understanding that so 
far as that state was concerned, it would 
confine its writings to the classes of 
business permitted by the laws of New 
York for that class of companies.” 


Minnesota 


George W. Wells, Jr., Minnesota com- 
missioner, wrote as follows: 

“Yours of recent date regarding ad- 
mission of foreign companies to write 
all lines in the State of New York is 
received. 

“IT am in receipt of a copy of Colonel 
Stoddard’s memorandum on the subject 
and desire to state that I have had this 
matter up with Superintendent Stoddard 
just prior to his latest ruling. 

“I think it well, however, to withhold 
any effort to obtain what I deem the 
Proper treatment of outside companies 
until the new superintendent of New 
York has had an opportunity to fully 
acquaint himself with the subject and I 
feel confident he will see the merit in 
our contentions and reverse the rule 
Previously in force in his state. 

“I shall be glad to take the matter up 
further, after the change in commission- 
ers and should you be interested.” 


Connecticut 


Commissioner Howard P. Dunham, 
Hartford, said: 

“I have received a copy of the extra 
territorial memorandum of Colonel Stod- 
dard, of the New York Insurance De- 
Partment, and have gone over it very 
carefully. While I would be very glad 
to discuss this matter with the superin- 


tendent of insurance of New York State, 
and hope to do so when an opportunity 
presents itself, I do not feel that I care 
tc be a party to any concerted action for 
the purpose of bringing pressure upon 
the New York Department in regard to 
this matter.” 


Massachusetts 


Wesley E. Monk, Massachusetts com- 
missioner of insurance, sent this in to 
Mr. Badger: 

“Replying to yours of recent date, per- 
mit me to say that this department does 
not desire to express an opinion on the 
matter. It does not seem - consonant 
with propriety for the Massachusetts 
Department to criticize the New York 
Department in this matter. If a specific 
complaint were made to this Department 
requiring action because of the attitude 
of the New York Department in connec- 
tion with the application of a Massa- 
chusetts company, in that event we 
should be called upon to make some 
ruling or take some stand in the matter.” 


Arkansas 


From M. J. Harrison, assistant deputy 
commissioner of Arkansas, comes this: 

“We have received Colonel Stoddard’s 
opinion in the case of the General Insur- 
ance Company of America. 

“We know of no company of this state 
that has been refused admission to New 
York, and know of none that is contem- 
plating applying for admission. 

“However, we will be glad to give this 
matter our attention, having in mind 
what steps this department should take 
should any company of this state be re- 
fused admission to New York because of 
excess charter powers of such company.” 


Alabama 


From Frank N. Julian, superintendent 
of insurance, comes this: 

“We agree with the suggestions made 
by Superintendent Stoddard. In the 
event an Alabama corporation should 
apply to New York and be refused ad- 
inittance, we would most assuredly in- 
voke the retaliatory statutes if the ob- 
jections were along the lines you sug- 
gest. In fact, we believe that the New 
York Department, in a number of in- 
stances, takes the wrong view of admis- 
sion of companies, and we can see no 
good reason for the stand taken in the 
particular case at issue.” 


Maryland 

Wilson L. Coudon, Maryland’s deputy 
insurance commissioner wrote: 

“Mr. Stoddard of New York had al- 
ready forwarded to this department a 
memorandum of his findings from which 
you quoted. The writer read Commis- 
sioner Stoddard’s remarks with great in- 
terest and is fully in accord with his 
conclusions, and has so advised him. 

“Whilst Maryland has on its statutes 
a stiff retaliatory law and its application 
may possibly be considered mandatory 
in some instances, I am not favorably 
to retaliatory legislation generally, and 
| am in hopes that the Insurance Com- 
missioners’ Convention may prove to be 
a means of having the retaliatory laws 
of the country eliminated or modified to 
a considerable extent.” 


Indiana 


Thomas S. McMurray, Jr., Indiana’s 
commissioner, had this to say: 

“This department has taken a very de- 
cided stand in connection with the New 
York Department’s position as regards 
requirements for admission to that state ; 
in fact, at this time, the department has 
before it an application from a New 
York company for admittance to In- 
diana, which will not be acted upon until 
the matter of the General Insurance 
Company of America has been passed 
upon definitely by the New York De- 
partment. 

“It may be of interest to you to know 
that the New York Department has de- 
manded that a certain Indiana company 


amend its charter for the privilege of 
operating in New York, which, of course, 


has placed this question squarely before - 


this office, and, while I wish to use every 
effort possible to avoid a controversy of 
this kind, at the same time, unless the 
New York Department recedes from 
this arbitrary position and is willing to 
treat this department with the same 
degree of fairness as it expects this de- 
partment to give to New York com- 
panies, I will be forced to take a very 
definite action. The New York Depart- 
ment and a number of New York com- 
panies have been officially advised of 
this position. 

“Superintendent Stoddard has recog- 
nized the justice of the position taken 
by outside states, and I feel sure that 
lis successor will share his views, but I 
feel that the policy of the New York 
Department in this respect should be 
definitely set forth before the privilege 
of operating in Indiana is further ex- 
tended to New York companies.” 


South Carolina 


John J. McMahan, of Columbia, S. C., 
insurance commissioner, gave his posi- 
tion in a few words, saying: 

“This state has no retaliatory law and 
therefore, I have no means of bringing 
pressure upon New York. 

“However, no company of this state 
has made any complaint or criticism in 
regard to this matter, though your state- 
ment of it and the statement by Super- 
intendent Stoddard seem correct.” 


New Hampshire 


John E. Sullivan, insurance commis- 
sioner, New Hampshire, wrote this: 

“IT am in receipt of your recent letter 
requesting an expression of my views 
and belief relative to the New York laws 
pertaining to coverages which foreign 
companies may transact and restrictions 
which are pursuant to the New York in- 
surance laws. The views of your home 
commissioner, Col. Stoddard, and the 
opinions of his predecessors as well as 
other state officials, are particularly in- 
teresting to me. Requirements provided 
for by the New York laws have long 
been in existence, and doubtless must 
have rendered beneficial results or it 
would seem as though they would have 
been abolished prior to this time. How- 
ever, I am inclined to believe, regardless 
of all the weight and strength of the 
Empire State, that it would be attempt- 
ing to exercise entirely too much self- 
importance in supervising the remainder 
of the several states. I am a firm be- 
liever in state rights, and I am unable to 
view favorably the requirements that 
are being questioned and provided for 
by the New York insurance laws per- 
taining to the coverages of foreign com- 
panies when dealing outside New York.” 


lowa 

Said W. R. C. Kendrick, commissioner 
of insurance, of Iowa: 

“This is a matter which I have been 
considering for some time, but I have 
not fully determined what attitude I 
will assume.” 


Michigan 


L. T. Hands, Michigan commissioner, 
said: 

“I beg to advise that this department 
must necessarily apply the retaliatory 
laws to New York companies in event 
that the New York Department imposes 
any penalties, regulations, special burden 
or other burden greater than is required 
by the laws of this state for similar 
foreign corporations.” 


Georgia 


William A. Wright, veteran insurance 
commissioner of Georgia, said: 

“I have carefully reviewed your letter 
of recent date on the subject of retalia- 
tory laws with reference to New York 
and if you will excuse me, I will prefer 
not to express my opinion in this con- 


— 


“This much I will say: that I have al- 
ways held that the capital stock require- 
ments and the deposit requirements out- 
lined in the Georgia Insurance Laws 
apply to each separate class of insurance 
written and I will not permit any insur- 
ance carrier, domestic or foreign, to 
write more than one class of business in 
this state on the strength of the require- 
ments set forth in the laws for a single 
class. 

“To make my point clear, the Georgia 
laws provide that a domestic company 
before commencing business shall have 
$100,000 in capital stock paid in cash. 
If the company be of the miscellaneous 
class and writes fidelity and surety 
bonds the amount of the capital stock 
must be $250,000. The deposit required 
by a local company of whatever class is 
$100,000. If a domestic fire insurance 
company, after having met all the re- 
quirements to write this class of busi- 
ness, desire to extend into casualty lines, 
it would be necessary that that company 
meet the same requirements that are set 
forth in the laws for a casualty com- 
pany just as though it were an inde- 
pendent organization.” 

West Virginia 

John C. Bond, West Virginia’s auditor 
and ex-officio insurance commissioner, 
replied : 

“T am just in receipt of your recent 
letter in re retaliatory laws with refer- 
ence to New York. 

“The legislature of 1923, amended 
Section 40 of our Code relative to the 
power of fire insurance companies, and 
granted them the right of full coverage 
as contained in the New York Statute. 
We have no retaliatory provision in our 
law, and while a company admitted to 
this state could only write the business 
provided by the laws of this state, we 
would not insist that it should curtail its 
powers in other states or in its home 
state to write other lines not permitted 
by our laws. I have read Superinten- 
dent Stoddard’s opinion with a great 
deal of interest, and West Virginia has 
never sought by retaliatory laws to cur- 
tail the powers of companies in their 
own states.” 

Maine 

Wilbur LD. Spencer, commissioner of 
insurance, Maine, said: 

“The matter of reformation of the 
charters of foreign insurance companies 
is not the question. 

“Each state has a right to regulate the 
terms under which foreign companies 
may be admitted, and those companies 
may comply or not with the require- 
ments; in other words, it rests with the 
company to remain out of the state or 
modify its privileges. 

“There is no likelihood that this state 
will adopt so undemocratic a policy, since 
the custom has been to prescribe what 
part of its privileges any company may 
exercise under the form of license is- 
sued.” 

Louisiana 

James J. Bailey, Louisiana, secretary 
of state, wrote: 

“This department has written to 
Colonel Stoddard protesting against the 
action taken by the New York Depart- 
ment in forcing Louisiana companies to 
surrender charter rights which have re- 
ceived the approval of this Department 
under the laws of Louisiana.” 


South Dakota 


W. N. Van Camp, South Dakota, com- 
missioner, had this to say: 

“This is purely an academic question 
so far as this department is concerned, 
for none of our South Dakota com- 
panies has ever applied for admission 
to the State of New York, is seeking to 
do business there now, or will likely de- 
sire such authority for several years. 
We have far some time been acquainted 
with the attitude of the New York De- 


(Continued on page 30) 
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t Another Million Dollar Mail Robbery 


’ 


A mail train hold-up on June armed guards, locked in steel mail 
12th at Rondout, IHlinois, resulted cars are powerless, and when goy- 
Ina loss of between 42,000,000 and ernmental indemnity is inade- 
$3,000,000 in bonds and currency. quate, there is only one financial 


safeguard left— 
Seventy armed clerks and 


guards on the mail train with in- A Registered Mail Policy with } 
structions lo “shoot to kill” were million dollar limits written in a 
overpowered and forty pouches of strong stock insurance company. 


registered mail looted. 
A policy in The Home of New 


The United States Postal Depart- York provides the protection of 
ment is liable only to the extent of America’s Largest and Strongest 
fifty dollars per package. When lire Insurance Company. 
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Daniel F. Gordon Again 
To Join N. Y. Dept. 


HE WILL BE SECOND DEPUTY 


Was Formerly Chief Examiner of Fire 
and Marine Companies; Resigned 


To Go With Ballard 


Daniel IF. ( side has been appointed 
second deputy the New York State 
Insurance Department to succeed James 
M. 


who may 


of 


Lown, who retires on July 1 and 
take a trip to South America 
after leaving the Department. 

The appointment will meet widespread 
insurance approval as Mr. 


his 


Gordon per- 


formed duties as chief examiner 


of fire and marine companies to every- 





DANIEL 


F, GORDON 


body’s satisfaction and has upon sev- 
eral occasions acted as deputy in charge 
of the New York office. 

Mr. Gordon left the Department to go 
with Sumner Ballard in 1920 as assist- 
ant manager. Mr. Ballard said that he 
was sorry to see Mr. Gordon go, but 
he is a man of such marked ability and 
unbiased judgment that he felt the State 
was to be congratulate od in having him 
return. 

The post of second deputy in charge 


of the New York office is one of un- 
usual importance. Many hearings are 
held by the second deputy and Mr. 


Gordon has the required judicial view- 
point to meet the situation. 

As James A. Beha, who will be super- 
intendent, has also asked Henry D. Ap- 
pleton to continue as first deputy in 
charge of the Albany office, it will be 
seen that the Insurance Department of 
New York is to continue in good hands. 


Mr. Beha has made quite a hit with the 
insurance fraternity by the manner im 
which he has conducted himself so far. 


It is generally believed that he will be 
an unusually good commissioner. 


GOLF AT GRASSY SPRAIN CLUB 


The annual “= tournament of the 
Underwriters’ Golf Association will be 
held Wednesday, June 25, at Grassy 
Sprain Golf Club, Bronxville, N. Y. 
There will be three all day 36 hole 
events, two morning and one afternoon 
event. Luncheon and dinner will be 
served at the club, and during the eve 
ning meal the prizes will be given out. 
Harry A. Smith, president of the Hart- 
ford, is president of the club. William 
Mackintosh is vice-president and George 
A, Clark secretary-treasurer. 





The Imperial Assurance of New York 
has amended its charter so as to permit 
it to write marine as well as fire insur- 


ance, 


Bond Interest Held 
To Be Taxable Income 


___ 


FOR FOREIGN FIRE COMPANIES 





Bureau of Internal Revenue Gives Rul- 
ing on Gross Income of Insurance 


Companies 
The Department of Internal Revenue 
has ruled that the taxable income of 


foreign insurance companies other than 
life shall include interest derived from 
foreign bonds put up as a deposit with 
a trustee, according to the laws of the 
state to which the company is admitted. 
The ruling which was made recently, 
follows: 


Revenue Acts of 1917, 1918, and 1921 


A foreign insurance company (not a mutual 
or life insurance company) having an agency 
in the United States deposited bonds as re 


quired by the State of S Insurance Department, @ 
with a trustee im that State. These bonds were 
foreign bonds and the agency collected the 
interest therefrom and included such imierest in 
its income tax return, Such toreign interest 
must be included in the report the agency makes 
to the insurance department of the State of 5. 
Held, it was properly included in reports of 
mcome filed under the Revenue Act of 1621 
and that similar items were preperly included 
in returns filed under the Kevenue Acts cf 
1917 and 1918. 
Section 246 the Act of 


of Revenue 


1921, covering the taxation of insurance 
companies other than life and mutual 
insurance companies, provides in part as 
follows: 


(a) That, in lieu of the taxes imposed by 
sections 230 and 1000, there shall be levied, col- 
lected, and paid for the calendar year 1922, and 


for each taxable year thereafter, upon the net 
income of every insurance company (other than 
a life or mutual insurance company) a_ tax 
as follows: 

* * * 

(2) In the case of such a foreign insurance 
company the same percentage of its net in- 
come from sources within the United States 
as is imposed upon the net income of other 
corporations by section 230. 

(b) In the case of an insurance company sub 
ject to the tax imposed. by this section— 

(1) The term ‘‘gross income” means the com 
bined gross amount, earned during the taxable 
year, from investment income om from under 
writing income as provided in this subdivision, 
computed on the basis of the underwriting and 
investment exhibit of the annual statement 
approved by the National Convention of Insur 
ance Commissioners. 


It is to be noted that there shall be 
included in gross income in the deter- 
iiination of the net income of an insur- 
ance company, taxable under section 246 
of the Revenue Act of 1921, the com- 
bined gross amount of income from the 
sources therein stated, computed on the 
basis of the annual statement approved 
by the National Convention of Insurance 
Commissioners, which is the statement 
which is submitted to the insurance de- 
partment of the State of S. A state- 
ment so prepared for submission to the 


insurance department of the State of 
S would include in the total amount of 
income the interest derived from the 
bonds, and it must, therefore, under sec- 
tion 246(b)1, be included in gross in- 
come for Federal income tax purposes. 

Similar items were properly included 
in returns filed under prior Acts of 1917 
and 1918, in accordance with the regu- 
lations interpreting these Acts. 





eee 


WROTE $53,000,000 


Canadian Fire Premiums for 1923; Loss 
Ratio Was 64.21%; Premiums Up, 
Losses Down 


The annual report of G. D. Finlayson, 
superintendent of insurance for Canada, 
shows that the fire premiums in that 
country last year increased 3.65%, the 
total premiums being $53,000,000. The 
ratio of losses incurred to premiums 
written during the year, license re-insur- 
ance deducted, was 64.21%. The period 
was 68.92% of 1922. 

Canadian companies wrote $9,000,000 
of net premiums; the British companies 
more than $24,000,000, and other foreign 
companies about $20,000,000. Ontario 
led in premiums written with $18,- 
400,000; Quebec was next with $12,500,- 
000; then British Columbia with $5,240,- 
000. Manitoba had the worst loss ratio. 
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SPRINGFIELD FIRE * MARINE INSURANCE CO. 
SPRINGFIELD, MASSACHUSETTS 


1849 --~ 1924 


J years of Property Protection ‘= 


the FORTIES 


Reviewing events which occurred during the period when the 
Springfield Fire & Marine Insurance Company was founded. 
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“Insure 
your profits 
as well as @=—= 
your Property—” 


Agent: “You insure your property against loss by fire. 
That is, you insure your physical property. But what would 
you do if fire destroyed your plant tonight?” ‘ 


Assured: “Why, you know I have ample protection. The 
insurance I would collect would pay for rebuilding my factory, 
aside from the item of depreciation. What more can I do?” 


Agent: “You can insure against the losses that will re- 
sult due to the interruption of your business. For instance, 
you could not fire all the men in your organization. You 
would need some of them to resume business as soon as 
your factory was completed. 


“There would be other heavy expenses. You cannot 
afford to carry them yourself. You need Business Interruption 
insurance. Insure your profits as well as your property.’ . 


Assured: “You’re right. I do need Business Interruption 
insurance. You fix it up and send the policies over today.” 


Some other interesting things to tell the Assured are 
contained in a pamphlet recently issued. Sent on request. 


Ohio Farmers Insurance Company 


Organized 1848 - - Le Roy, Ohio 
E. K. Schultz & Company 


GENERAL AGENTS 
4th and Walnut Streets 
PHILADELPHIA, PA. 


W. L. Perrin & Son 
METROPOLITAN AGENTS 
75 Maiden Lane 


NEW YORK, N. Y. 
H. M. Dinsmore & Company 


GENERAL AGENTS 
22 Leidesdorff Street 
SAN FRANCISCO, CALIF. 






LIGHTNING 

TORNADO 

GAS EXPLOSION 
SPRINKLER LEAKAGE 

RENT AND RENTAL VALUE 


USE AND OCCUPANCY 
OR 
BUSINESS INTERRUPTION 





AUTOMOBILE: 
FIRE 
THEFT 
COLLISION 
WINDSTORM 
PROPERTY DAMAGE 





THE OLD MAN 
ON THE FENCE 
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St. Louis to Remain 
An “Excepted City” 


UNION RESCINDS RESOLUTION 





But Cuts Supervisory and Contingent 
Commissions; Action on West 
Virginia 





Chicago, IIL, June 18—The impending 
crisis in St. Louis between the local 
agents the Western Union com- 
panies in regard to the commission ques- 
tion has been averted by the rescinding 
of the companies’ Pinehurst action which 
fixed July 1 as the date on which graded 
commissions and separation should be- 
come effective in St. Louis. This action 
was taken by the Union at a special 
meeting held at the Ambassador Hotel, 
Chicago, on Monday. 

However, radical changes are called 
for by further action at the meeting 
which are not so favorable to the leading 
agents there. The new plan places all 
agents in the city maintaining a separate 
office on the same commission basis with 
no restricted territories in which all 
agents cannot write; there will be no 
limitation on the number of agencies a 
company may have and no supervisory 
or contingent commissions will be paid. 
The congested district is enlarged and 
commissions generally reduced in busi- 
ness there, while on brick dwelling busi- 
ness outside that district as much as 35% 
commission can be paid, which last will 
offset Bureau competition. 

The meeting also resulted in the pass- 
age of a resolution authorizing the es- 
tablishment of a West Virginia Uni- 
formity Association which should help 
greatly toward the straightening out of 
the comunission difficulties in that terri- 
tory. According to the resolution, the 
proposed authorization would include 
three members representing the West- 
ern Union, three representing the Bu- 
reau, three representing the Eastern 
Union and one member to represent the 


and 


CONN. AGENTS MEET 


Nearly 250 members of the Connecti- 
cut Association of Insurance Agents at- 
tended the summer meeting at Water- 
bury on Wednesday. Commissioner 
Howard P. Dunham, speaking at the 
banquet in the evening stated his deter- 
mination to exterminate unscrupulous 
and unqualified agents from the insur- 
ance business. Other speakers included 
T. C. Moffatt of the National Associa- 
tion; Vice-President Spencer Welton of 
the Fidelity & Deposit; and President 
Db. G. North of the Connecticut Asso- 
ciation. Most of the day was given 
over to outdoor sports. 





GIFT FOR Y. E. ALLISON, JR. 


Some of the insurance men who are 
friends of Young E. Allison, Jr., New 
York correspondent of the IJnsurance 
Field, who has been transferred to 
editorial duties. in Louisville, presented 
him with a traveling bag at a luncheon 
given him at the Drug & Chemical Club 
on Wednesday noon. Among those ac- 
cepting invitation to the luncheon were 
Vincent L. Gallagher, O. G. Boyle, Paul 
L.. Haid, Fred G. Krueger, Henry Keck, 
and Fred D. Jones. 





SUES FOR LOSS IN JAPAN 


The Gandy Belting Company of Balti- 
more has started suit in that city against 
L’Union Fire Insurance Company to re- 
cover $2,500 under a policy covering cer- 
tain stitched canvas belting claimed to 
have been stored in a building in Yoko- 
homa, Japan, and destroyed in the fire 
following the earthquake of last Sep- 
tember. 





The Albany Field Club will hold an 
outing tomorrow at Newmans at Sara- 
toga Lake, N. Y. 





non-affiliated companies. It is proposed 
to establish a scale of commissions based 
on the average of those paid in the ad- 
joining territories. 








Atlas New Manager and Deputy Manager 








Underwood & Underwood 


RONALD R. MARTIN 





Underwood & 


Underwood 





THe EASTERN UNDERWRITER prints here- 


with photographs of the new manager 
of the Atlas, R. R. Martin, and the new 
deputy manager, H. H. Ray. 

Mr. Martin was formerly Canadian 
manager of the company and a sketch 
of his career was printed in THe East- 
ERN UNDERWRITER last week. 

H. H. Ray, the new deputy manager of 
the Atlas, went with that company in 
September, 1897. In 1905 he was made 
suburban special agent; three years later 


superintendent of a special risk depart- 
ment which the company started at that 
time. His next advancement was to the 
position of executive assistant, then he 
became general agent and later assistant 
manager. With the Sprinkler Leakage 
Conference he has been a member of 
the no common interest committee. 





J. Lester Parsons, president of the 
United States Fire and vice-president of 
the North River, will sail for Europe 
tomorrow on “Homeric.” 
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FIRE, WINDSTORM AND AUTOMOBILE INSURANCE 


70th ANNIVERSARY 


THE NORTHERN 


ASSURANCE COMPANY 


LIMITED OF LONDON 


“STRONG AS THE STRONGEST”’ 


Assets, $9,025,827.79. Liabilities, $6,522,024.17 
Surplus in U. S., $2,503,803.62 


EXECUTIVE OFFICE AND 
LOCAL DEPARTMENT 
55 John Street, New York 


| A. G. MARTIN, Manager. 


J. V. LANE, Ass’t Mgr. 


Wm. H. McGee & Co., Inc., Marine Underwriters, U. S. A., 15 William Street, New York 


C. W. COOPER, Ass’t Mgr. 


AGENCY DEPARTMENTS 
Northern Assurance Building, 
135 William Street, New York 


J. D. ERSKINE, Gen’l Agent. 
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“Mother's Kiss 
wil heal if 
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Faith 


What a wonderful thing is faith; the are immune from the ravages of fire. 
faith of a little child in its Mother; ‘That is faith misplaced. Every fire 
the wife in her husband; man in his entails inconvenience, anxiety and a 
Creator. He who plants a seed in the substantial though imperceptible, 
ground evidences his faith in Mother increase in the prices of commodities. 
Nature. Yet more’s the pity, even And, lest we forget, frequently loss 
faith sometimes has jits disadvan- of life! Fire PREVENTION is the 
tages. There are those who feel that only principle that warrants implicit 
because they carry Insurance they faith. 


The American 


Insurance Company 


Western Dept. Home Office 
ROCKFORD, ILL. | NEWARK, N. J. 
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Frank R. Bell Raps 
Company Practises 


CONTRARY TO PREACHMENTS 
National Ass’n Presideat Talks on 
Agent’s Duty to Self and Business 
at Cleveland 





Claiming that fire insurance company 
executives have constantly said one 
thing with respect to their attitude 
towargl local agents and acted contrary 
to their statements President Frank R. 
Bell of the National Association of In- 
surance Agents, speaking Wednesday in 
Cleveland before the annual meeting of 
the Ohio Local Agents’ Association, de- 
clared the agents must now depend upon 
their own unaided efforts to secure ad- 
vantages. He urged those at the con 
vention to insist upon what is due them 
and spoke frankly upon problems con- 
fronting the business. 

President Bell’s topic was the agent’s 
duty to himself and to his business. 
After citing various instances when 
agents had taken leading parts in secur- 
ing reforms and defeating bad legis- 
lation Mr. Bell definitely took up the 
cudgel for the local agent. In part he 
said: 

“In many cases practices now recog- 
nized to be good and even essential to 
the permanence of the business had to 
be brought about by the agents often 
against the active opposition of many 
company officials. I think we may justly 
claim credit for the abrogation of the 
practice of overhead writing which many 
company executives once approved but 
row know to be injurious to the business 
and the public. No man familiar with 
insurance history will say that agents 
did not lead the successful fight against 
rebating, an evil that threatened to make 
a mockery of insurance and that was a 
nightmare to every home office in the 
country. Though protecting our own in- 
terests in establishing the principle of 
the agents’ ownership of expirations, 
we were at the same time solidifying 
and making permanent conditions of 
even greater importance to the company 
organizations. 





Tributes From Company Men 

“Important, outstanding as are all of 
these things, they are only a small part 
of the record. I could spend hours in 
telling what we as agents have done to 
better insurance conditions, and it would 
take longer to quote tributes of company 
men along the lines already mentioned. 

“It is true that with every bettered 
condition our own standing has been 
elevated and our prestige extended. This 
is a natural result. The agents’ accom- 
plishments are incontrovertible — testi- 
mony to the importance of our relation 
to the business and the necessity for 
the plan of company representation 
known as the American Agency System. 

“T want you to bear in mind the state- 
ments which I have quoted as you con- 
template what is happening to agents in 
the territory of The Union and the 
Bureau and, to some extent, in other 
sections of the country. While company 
executives have praised the agents with- 
out stint; while they have given them 
unreserved credit for effective effort in 
saving the business from the maw of 
vovernment conversion; while they have 
emphasized the unselfish support and 
lauded the personal sacrifices of the 
agents in opposition to unbearable regu- 
lations laid upon the company organi- 
zations by the states; while they have 
conceded to the agents leadership of the 
highest and most effective order against 
the ravages of fire waste, company prac- 
tices in most cases, I am sorry to Say, 
have failed to square with executive 
preachments. 

“Have the agents asked anything not 
generally regarded as good for the busi- 
ness and of benefit to the companies? 
We all know that they have not. 

Multiple Agency Evil 

“We have stood for the limitation of 
representation for the same company in 
the same territory. Did not Thomas H. 


Anderson, United States Manager for 
the Liverpool and London and Globe, 


tellus a year ago at Asheville that the 
multiple agency evil is the rottenest 
thing in the insurance business? And 
can we not recall numerous statements 
of like character from company execu- 
tives of prominence and ability? Such 
is their preachment. The general prac- 
tice is to the contrary. 

“We have urged such co-operation 
with local boards as will maintain the 
business upon a high plane. Every com- 
pany of prominence and standing has 
agreed through official action of the or- 
ganization with which it is affiliated that 
such co-operation is wholesome and safe. 
Such is their preachment. The general 
practice is to the contrary. 

Louisville Bank Agency 

‘“What are we going to do about it? 

“T wonder if we are going to stiffen 
our backbone and insist upon what is 
due us. I wonder if we are going to 
support the friends who stand by us and 
show us a willingness to co-operate with 
us in the maintenance of our own best 
interests. We did not do this, it seems 
to me, after the Louisville bank agency 
fight. The company which undertook 
to blast the very foundation from under 
the American Agency System has con- 
tinued to receive the support of a great 
number of agents who, in the interest 
of our business, should have thrown it 
out of their offices. Is it not a fact that 
thirteen companies that remained loyal 
to our organization on the Louisville 


question have had slight cause to feel, 
either in the increase of ‘their income or 
in the continued support shown the Fire- 
men’s of Newark, that ‘their loyalty to 
eur. cause was appreciated at its full 
value? 


Tribute to Supt. Conn 


“Right here I want to stop long 
enough to pay a ‘tribute of ‘respect to 
an earnest and constant ‘friend of the 
business, the Honorable Harry L. Conn, 
Insurance Superintendent of Ohio. Mr. 
Conn has shown a rare understanding of 
the importance of the agent to the in- 
surance business and a splendid courage 
in doing what he finds to be right and 
just under all circumstances. If a com- 
pany organization falls short of: proper 
conduct he does not: hesitate to disap- 
prove. Offending agents have also been 
made to face the consequences. of. their 
misconduct. A course of action that re- 
auires all groups and individuals to pur- 
sue right and proper practices, and an 
official with a fine judicial mind who in- 
flicts punishment without discrimination, 
deserves and will receive our hearty ap- 
proval and full support. 

“Tam quite confident that we are loyal 
in the main to ourselves and to our 
friends. Looking back over the years, it 
is quite evident that while we have fallen 
short of our full duty on some occasions, 
our course has been onward, generally 
upward and consistently unselfish. 








The Beginning 


of The 


WORLD 


Fire and Marine Insurance Co. 


HARTFORD, CONN. 





Capital, $1,000,000 Surplus, $1,000,000 





RALPH B. IVES, Presidenz 





NEW AGENCIES now 
being ESTABLISHED 





‘‘Then give to the World the 
best that you have and the best 
will come back to you.” 











NEW YORK 





HENRY EVANS 
CHAIRMAN OF THE BOARD 


CHICAGO 


Your Company 


Behind our agent and every Fidelity-Phenix 
policy that he sells stands unsurpassed loss 
paying power, assurance of fair adjustments 
and unquestionable integrity. 
qualifications are built into our organization. 
But the secret of greatness is Loyalty and Co- 
operation, and to the Loyalty and Co-operation 
of its agency force the Fidelity-Phenix attrib- 
ules its present high standing in the business. 


FIUDIEIUIT Y= IPIBUEN IX 
FIRE INSURANCE CO- 


8O MAIDEN LANE, NIEW YORK,N-Y. 


CASH CAPITAL 
FIVE MILLION DOLLARS 


MONTREAL 


These 


C-R:STREET 
PRESIDENT 


SAN FRANCISCO 


three 
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Conn of Ohio ney 
Bloc Legislation 


INIMICAL TO PUBLIC GOOD 


Warns Against ‘Punitive Efforts By In- 
surance Groups and Bills For Class 
Privileges 


superintendent of in 
urance of Ohio, delivered a strong talk 
against the doctrine of bloc legislation 
on Wednesday before the annual meet- 
ing in Cleveland of the Ohio Associa- 
tion of Insurance Agents. He mentioned 
rumors of coming attempts by insur- 
ance groups to push bills designed to 
favor their own interests particularly 
and decried such as against the inter- 
ests’ of the general public. 
Mr. Conn said in part: 


wry > ° 
Phere is in 


Harry L. Conn, 


vogue at present a per 
that legislation by bloc 
attainment and through it is 
offered the solution of our social and 
political ills. More or less legislation of 
this sort recently has been proposed and 
found its way to the year 
Everybody nowadays seems to 
attention of the lawmaker ex 
average men and while his 
by far the largest, strange to 
ay, apparently he is the most inarticu 
late. Certainly in this assemblage it is 
not necessary to suggest that laws ex- 
clusively for the supposed benefit or pro 
tection of particular groups are sub 
versive of popular government and ulti 
mately the result must prove harmful 
not only but perhaps disastrous. 


nicious doctrine 


1 easy ot 


ome has 
Look 

have the 
cept the 
group 


Agencies of Segregated Groups 

every member ol 
Assembly or of Congress 
is required under. his Constitutional oath 
to consider the welfare of the state and 
ation rather than the particular inter 
ests of the citizens of his county or dis 
trict, those bodies appear to be regarded 
as agencies of segregated groups. The 
fact that in this respect the Great 
Charter 1 honored in the breach 
than in the observance should constrain 
us to protest against the practice rather 


Notwithstanding 
the General 


more 


than to quietly acquiesce in its con- 
tinuance. 

“T mention this now because there 
have been rumors, more or less nebulous 
it is true but nevertheless actively in 


circulation, of proposed 
legislation in the not 
championed by the 


subjects of 
far distant future, 
field forces on the 


one hand and some of the companies 
on the other, the implication being that 
such will be of a punitive character. 


The engaging of antagonistic groups in 
controversies of this sort raises legal 
inquiries as well as delicate ethical ones 
whose ramifications ultimately might 
bring about conclusions difficult of an- 
ticipation and serious of consequence. 


Special Legislation Not Needed 


“Insurance 
special 


as a whole does not need 
legislation: given what every 
activity should receive, honest con- 
sideration, it will prosper in the normal 
course of events since it is an integral 
and vital part of our economic and in- 
dustrial life. Insurance cannot prosper, 
however, unless it is permitted one thing 
which it has not always had, that is to 
say, fairness in the enactment of laws 
This great business should not be the 
victim of discriminatory treatment. For 
instance, the annual collection by the 
states of forty-five million dollars plus 
from insurance companies in taxes and 
departmental fees, of which less than 
five per cent. is expended for the super- 
vision of our business and more than 
ninety-five per cent. is covered into the 
general fund of the various common- 
wealths, being nothing more or less than 
indirect taxation of the policy holder, 
is a glaring example of how unscien- 
tifically our insurance code has been 
prepared. 

“Numerous cases ‘of 
visions and also of 
one with another 


ambiguous pro- 
sections inconsistent 
appear in our session 
laws. Statutes long since obsolete be- 
cause of the changed conditions of our 
social life, encumber the records. Laws 
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which give spochevential treatment to par- 
ticular types of carriers are found in the 
archives. 


“Is it not the duty of us all, companies, 
agents and departments to aid the legis- 
lative bodies by presenting facts—by 
giving sound reasons for the enactment 
of or amendments to laws which in any- 
wise bear upon underwriting? Like- 
wise is it not our duty to submit valid 
objections, if any there be, to bills that 
lave been introduced for passage? To 
refuse to point out the vice in them be- 
cause of the fear of reprisals has been 
responsible for much that has been given 
by legislative bodies which they them- 
if in possession of all the facts, 
have refused to grant. I repeat, 
which contemplate exclusive 
one or more so-called blocs 


selv cs, 
would 
proposals 


relief for 


never can have in their support the 
persuasive authority of public opinion. 
Measures so enacted ultimately will let 
loose a tide whose ebb and flow is bound 
to submerge the strongest ship of state.” 


NEWARK-N. Y. BASEBALL 


An inter-city baseball game will be 
played Wednesday June 25 at Farmers 
Oval, Brooklyn, between teams repre- 
senting the Insurance Baseball League 
of New York and the Insurance & Bank- 
ing Athletic League of Newark. As both 
leagues number among their players 
some of the fastest semi-professional 
players in the country, a fast and ex- 
citing game is expected. 

A second game is to be played in 
Newark about July 9. An admission fee 
of 50 cents will be charged. 








NEW CANADIAN MANAGER 





C. E. Sanders Succeeds R. R. Martin 
With Atlas; Has Been in Charge 
of Winnipeg Branch 


C. E. Sanders has been appointed 
Canadian manager of the Atlas succeed- 
ing R. R. Martin, newly appointed 
manager of the company in this country. 
Mr. Sanders has been in charge of the 
Winnipeg Branch, which has jurisdic- 
three provinces—Manitoba, 
Alberta and Saskatchewan. 

J. H. Gendron has been appointed sub- 
manager of the Dominion. He has been 
with the company twelve years and was 
Martin. 





tion over 


right hand man to Mr. 





The Board Street Station at Philadelphia burned on June 11th last year when people were going on their vacations. Eight hundred pieces of baggage were lost. Fifteen hotels burned every day in 1923. 


NOW IS THE TIME 
to drive for Personal Effects Floater 


only for a specified percent- 
age of the total amount of the 


The Fireman's Fund Per- 
sonal Effects Floater Policy 
(formerly called Tourist 
Baggage — broad form) can 
usually be sold more easily as 
travel protection, consequent- 
ly we suggest that you push 
this line now, when people 
everywhere are planning ex- 
tensive summer trips. Once 
sold as travel insurance the 
all-year-round value of per- 
sonal effects floater will be 
appreciated. 

The policy covers personal 
effects and baggage (practic- 
ally anything a person might 
have) 


navigation, including fire, 
lightning, cyclone, tornado, 
flood, theft, pilferage and lar- 
ceny, all as described in the 
printed form. 

The policy covers prac- 
tically anywhere the 
property may be 
(outside the per- 
manent resi- 
dence of the as- 
sured) within 


policy. 









> 


club. 


CAll -Year-Round-Features 


The policy covers articles 
left in a locker at the 
beach‘or in a golf 


The policy cov- 
ers effects of 
every mem- 


(U. & U. Photo) 


taurants, theatres or clubs. 

The policy insures articles 
sent to laundries and dry 
cleaning establishments. 

There are always some 
articles outside the home. A 
Personal Effects Floater cov- 
ers these articles all through 
the year, in addition to fur- 
nishing essential travel pro- 
tection. 

The field for this form of 
insurance is practically un- 
limited. The policy is already 
remarkably popular—and 
its possibilities have not been 
tapped. 

Write one of the nearest of 
the following offices of the 


i i ber of an as- ; 
On railroads and/or in : Fireman’s Fund Insurance 
On steamers transit be- sured’s fam- Company 
While motoring tween the ily, as for ex- 
In hotels United States ample, a son 401 CALIFORNIA STREET 
At theatres, restaurants and (by en- or daughter at SAN FRANCISCO, CALIFORNIA 
and clubs dorsement) college. ATTENTION MARINE DEPARTMENT 
At laundries and dry any foreign Thepolicy cov- ATLANTIC MARINE DEPARTMENT 
cleaners country or coun- ers on motor 72 BEAVER STREET, NEW YORK 
At golf clubs tries except Russia. trips — long or SOUTHERN BRANCH 


At summer resorts 


Against ++ 
loss or damage caused by the 
perils of transportation and 


Jewelry, furs, mu- 
sical and scientific instru- 
ments, plate and plated ware, 
clocks, watches and similar 
valuables are covered, but 





short—on all per- 
sonal effects except caps, 
robes and chauffeurs’ liveries. 
The policy covers wraps 
and overcoats stolen in res- 


ATLANTIC MARINE DEPARTMENT 
HURT BUILDING, ATLANTA, GEORGIA 


WESTERN BRANCH 
ATLANTIC MARINE DEPARTMENT 
164 WEST JACKSON BOULEVARD 
CHICAGO, ILLINOIS 











PERSONAL EFFECTS FLOATER 


All year-round protection for personal effects against practically all risks. 


branch listed above. 


Write nearest 
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the Safeguard of 
NATIONAL ‘Development 


ly pee indicates the influence of Insurance as a 
force in National progress more clearly than its accom- 
plishments in connection with the schools of the country. 


The very life-blood of the nation is nurtured in these buildings— 
from Main Street's schoolhouses to city public schools and impressive 
temples of learning. In lending protection to them, insurance work has 
gone a step farther than merely providing indemnity for the structures 
themselves. Through extensive engineering and inspection operations, 
underwriters are setting new standards for safe construction and 
maintenance. Their efforts are making for greater conservation of life 
and school property each year. 


Its many risks in this field is another indication of the wide scope of 
the Liverpool and London and Globe. By complete cooperation, the 
“L & L & G” has merited the confidence of many municipalities and 
townships that comprise the Nation. 
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Commercial Union 
Report Shows Profits 


FOR 1923 UNDERWRITING FUND 


Chairman Maint: Tells of Conservative 
Advance Made in Fire, Marine 


and Accident Accounts 


Sir Austin KE. Harris, chairman of the 
(Commercial Union of London, is another 
British insurance executive who is hope- 
ful of the future, disturbed as present 
conditions are, and who finds his com 
pany progressing satisfactorily through 


these troublous times. In his annual re- 


port to the company in London on May 
24, Sir Austin found the fire, marine and 
accident business of the company dur 
ing 1923 to be reasonably profitable. 
Following are extracts from his review 
of the year’s underwriting: 


Fire Department 


Paking the revenue accounts as they 
appear in the report, the fire premiums, 
with an increase of £341,922, exceeded 
£7,000,000 for the first time; the loss ex- 
perience at 51.5 per cent. was satisfac- 
tory, and the expenses at 39.11 per cent. 
showed a moderate reduction on last 
vear’s figures. The surplus of premium 
remaining after deducting losses and ex 
penses amounted to £662,052, out of 
which £136,768 was added to the usual 
reserve for unexpired risks and £175,284 
to the additional reserve, leaving a bal- 
ance of £350,000 to be transferred to the 
profit and loss account. The fire fund 
now stands at £6,769,915, or 95.9 per cent. 
of the premium income, a very strong 
position which reflects great credit on 
those who are responsible for the con- 
duct of this important department. 


Marine Department 


In the marine account a satisfactory 
result is presented. The premiums were 
£424,557, the claims 51.4 per cent., and the 
expenses 22.2 per cent. Out of a trading 
balance of £111,981, £100,000 was trans- 
ferred to profit and loss account, leaving 
£11,981 to be added to the reserve fund 
in the revenue account, which stands at 
£1,0601,417, or 250 per cent. of the pre 
mium income. The premiums, as you 
will see, show a small increase as com 
pared with 1922, but are still of very 
modest dimensions; but I do not think 
that this is to be regretted in view of 
the unfavorable conditions now prevail 
ing in the marine insurance market, and, 
unfortunately, there does not appear to 
be any immediate prospect of improve 
ment. All the same, credit reflects on 
those responsible for the results; and 
here again [ should like to express our 
appreciation of the valuable services of 
cur underwriter, Mr. Page, and his as 
sistants during a difficult period. 

In the accident account the premiums, 
with an increase of £427,485, reached, as 
in the fire, £7,000,000 for the first time; 
the claims absorbed 56.5 per cent. of the 
premiums, and the expenses 38.9 per cent. 
The balance of trading amounted to 
£345,450, out of which £100,000 was trans- 
ferred to profit and loss account, the re- 
mainder, £245,450, being added to the ac- 
cident fund, which stands at £4,535,230 
in the revenue account, or 64.3 per cent. 
of the premium income. These figures 
speak for themselves and bear eloquent 


testimony to the ability and industry of 
those responsible for the results. 

These three sections taken together 
form the underwriting business of the 
company, and during the year under re- 
view it may be said that we ran a nor- 
mal course, free from any serious dis- 
turbances. The experience, however, of 
the companies transacting workmen’s 
compensation business in the United 
States of America was far from satis- 
factory during the year, but we can rely 
upon our underwriters there doing all 
that is possible to protect and promote 
the interests of the company in that 
particular section. 

The combined premiums for the three 
sections were £14,556,100, the losses and 
expenses £13,461,334, and the gross trad- 
ing results £1,094,766. From this last 
figure has to be deducted, as I have al- 
ready said, the reserves we have laid 
aside for increased liabilities before 
carrying anything to profit and loss ac- 
count. The reduction of 2 per cent. in 
expenses over the whole underwriting 
Lusiness is so far satisfactory as to bring 
us within a measurable distance of our 
pre-war rate. The question of working 
a large business like ours at a minimum 
cost, consistent with efficiency, presents 
its difficulties, but I may mention that, 
in order to reduce the expense of em- 
ployers’ liability insurance, the agents 
have recently accepted a lower scale of 
commission, and the companies have 
agreed to more closely adjust their pre- 
miums to the actual annual claim experi- 
ence. 

Profit and Loss Account 


If you will now turn to the profit and 
loss account you will observe that £550,- 
000 has been brought in from the trad- 
ing accounts, and that the interest for 
the year, less income tax deducted at the 
source, amounted to £774,474. In addi- 
tion, you will have noticed the reappear- 


ance of the shareholders’ proportion of 
the life profits which yield the sum of 
$22,262. Looking to the other side of 
the account one cannot fail to be im- 
pressed with the large amount paid away 
in taxes. The partial relief which will 
come to us by the abolition of the cor- 
poration profits tax will be a welcome 
one, for I may mention that during the 
nine years 1915-1923 inclusive this com- 
pany contributed over £4,000,000 to the 
British Iéxchequer. 


Hopeful of the Future 


With regard to the future, I do not 
profess to be a prophet, but I think we 
can look forward with equanimity and 
confidence. There are signs of improv- 
ing trade from which we may expect to 
benefit. Year by year we are cultivat- 
ing fresh ground, and year by year sow- 
ing seed further and further afield, and 
we think that a gradually increasing 
harvest will be our reward. We are 
closely watching the signs of re-estab- 
lishment in Europe, and shall endeavor 
to keep pace with it through new inter- 
ests which we are establishing and old 
ones which we are reviving, and I shall 
be disappointed if the chairman who ad- 
dresses you next year is not in a position 
to submit to this meeting figures fully 
equal to those which we have considered 
today. 

Before | sit down there is one little 
matter of a personal nature which I feel 
justified in mentioning. It is exactly 
fifty years since my late father addressed 
the annual meeting as chairman of the 
company. He was one of the founders, 
watched its growth for a period of fifty- 
six years, and was justly proud of it. 
The fire premiums for the year of his 
chairmanship amounted to £333,000; now, 
as you are aware, they amount to £7,- 
084,000. The assets on December 31, 
1873, were £1,500,000, as compared with 
£45,539,362 at the close of last year. 








“Royal Exchange Assurance” 


Fire and Automobile Lines 


Car & General Insurance Corporation, Limited 


Automobile Liability Insurance 
83 MAIDEN LANE, NEW YORK 


























The Beginning 


of The 


WORLD 


Fire and Marine Insurance Co. 


HARTFORD, CONN 





Capital, $1,000,000 Surplus, $1,000,000 





RALPH B. IVES, Prestdent 





NEW AGENCIES now 
—— ESTABLISHED 





“ Then , give to the W orld the 
best that you have and the best 
well come back to you.” 
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LOGUE BROS. & CO., Inc. 


307 FOURTH AVENUE PITTSBURGH 








215TH YEAR 


SUN 
INSURANCE OFFICE OF LONDON 


FOUNDED 1710 

UNITED STATES BRANCH 
55 Fifth Ave. - New York 

WESTERN DEPARTMENT: 
Wrigley Bldg., 410 N. Michigan Ave. 

Chicago 

PACIFIC DEPARTMENT: 

N. W. Cor. Sansome and Sacramento Sts. 
San Francisco, Cal. 








ROSSIA INSURANCE COMPANY 
OF AMERICA 


FIRE REASSURANCE COMPANY 
OF NEW YORK 


AMERICAN FIRE INSURANCE 


CORPORATION 
OF NEW YORK 


UNION RESERVE INSURANCE CO. 
OF NEW YORK 


REINSURANCE 
HARTFORD, CONNECTICUT 
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THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1853 


The real strength of an insurance com- 
pany is in the conservatism of i man- 
agement, and the management o THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 

yt hg a CLARK, Vice-President 

CHARLES W HIGLEY Vico President 
iA RVIS, Secret: 

WILLEAM ORRISON, ine Sec’y 


HOME OFFICE 


Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, Inc., 2. Agents 
Metropolitan Distr 


93 WILLIAM STREBRT, uEW YORE 








1871 


$1,000,000 Capital 





Fifty-three Years—Time Tested 


SUPERIOR 
FIRE INSURANCE COMPANY, PITTSBURGH 


An American Company 
that, by friendly co-operation and consistent and dependable 
service, has won a high place in the agency field. 


Total Assets $4,543,938 
Policyholders Surplus $1,752,289 


1924 











a. A. Smith, President 








National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1924 


CAPITAL, PAIDUIN 2... ..ccccsccccccccccecccccctcscstovecscseseees $ 2,000,000,00 
RESERVE FOR ALL LIABILITIES. ..........ceccesceseccceccees 20,599,377 .77 
PUBL BUS a5 0.065 0.05 50 vss sanes0ce cece esiccsccs saeocesenceseess 9,101,570.58 
CONTINGENT RESERVE, FUND. ........ccccccccccvccscccccccece 500,000.00 
PEI aikcscnnsniosecesasoseu seins ensusesssesucsencebeseceseeccccceces 32,200.948.35 
TOTAL SURPLUS TO POLICYHOLDERS............csssceceee 11,601,570.58 


T. Maxwell, Secretary 
Pag Layton, Vice-President c 3 Roulet, Ass’t Secretary F. B. Seymour, Treasurer 
F. Cowee, Ass’t Secretary 


R. M. Anderson, Ass’t Sec’y 
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MARINE & AUTOMOBILE DEPARTMENT 











New Concordance Of 
British Marine Act 

IS A HANDY REFERENCE BOOK 

R. Landers Boon, Claim Adjuster for 


A. F. I. A., is Author; Section on 


General Average 





R. Landers Boon, claim adjuster in 
London for the American foreign In- 
surance Association, has just written a 
small book containing a concordance of 
the marine insurance act of 1906. It is 
published by H. F. & G. Witherby, 326 
High Holborn, W. C. 1, London and sells 
for two shillings. It is a handy refer 
ence book so arranged for marine 
underwriters that one may have quick 
access to all matters governed by this 
act which established the conduct of 
marine insurance in Great Britain. 

In view of the constant controversies 
over general average which continue to 
attract attention from those who would 
abolish it because of “double profits for 
underwriters” and other reasons the sec- 
tion of Mr. Boon’s book devoted to gen- 
eral average is given herewith: 

General Average Act. 

There is a general average act where 
any extraordinary sacrifice or expendi- 
ture is voluntarily and reasonably made 
or incurred in time of peril for the pur- 
pose of preserving the property im- 
perilled in the common adventure. 

General average and salvage charges 
are not included in the term “particular 
charges.” 

General Average Contribution 

Where there is a general average 
the party on whom it falls 
subject to the conditions 
maritime law, to a rateable 
from the other parties 
such contribution is 
average contribution. 

Subject to any express provision in 
the policy, where the assured has paid, 
or is Hable to pay, a general average 
contribution in respect of the subject in- 
sured, he may recover therefor from the 
insurer. 

In the absence of express stipulation, 
the insurer is not liable for any general 
average loss or contribution where the 
loss was not incurred for the purpose of 
avoiding, or in connexion with the avoid- 
ance of,-a peril insured against. 

Where ship, freight, and cargo, or any 
two of those interests, are owned by 
the same assured, the liability of the 
insurer in respect of general average 
contributions is to be determined as if 
those subjects were owned by different 
persons. 

General average contributions, as de- 
fined by this Act, are not recoverable 
under the suing and labouring clause. 

See also Measure of indemnity in case 
of general average contribution. 

General Average Expenditure 

A general average loss includes 
eral average sacrifice. 

Subject to any express provision in the 
policy, where the assured has incurred a 
general average expenditure, he may re- 
cover from the insurer in respect of the 
proportion of the loss which falls upon 
him. 

General average loss is a loss caused 
by or directly consequential on a gen- 
eral average act. It includes a general 
average expenditure as well as a general 
average sacrifice. 

It is not included in the term 
ular average loss.” 

Where there is a general average loss, 
the party on whom it falls is entitled, 
subject to the conditions imposed by 
maritime law, to a rateable contribution 
from the other parties interested, and 
such contribution is called a general 
average contribution. 

Subject to any express provision in 


loss, 
is entitled, 
imposed by 
contribution 
interested, and 
called a general 


a gen- 


“partic- 


- warranted 


ONLY GOOD COMPANIES REMAIN 


Royal Decree Requiring Deposits Drove 
More Than 100 Companies Out of 
Spanish Marine Market 

A royal decree in Spain, effective in 
1920, and requiring that insurance com- 
panies make deposits of $38,600 (200,000 
pesetas) in Spanish Government re- 
serves, as well as some additional re- 
serves, drove more than one hundred 
companies from the marine insurance 
market, both Spanish.and foreign. Most 
of these offices had heen organized dur- 
ing or right after the war. At the pres- 
ent time there are only six domestic 





companies operating in Spain which 
were doing business there prior to the 
world war. During 1923 three English 
companies and one Italian liquidated 
their Spanish branches; two Portuguese 
companies disappeared and one Swiss 
company entered the field. 

the policy, where the assured has _ in- 


curred a general average expenditure, he 
may recover from the insurer in respect 
of the proportion of the loss which falls 
upon him; and, in the case of a general 
average sacrifice, he may recover from 
the insurer in respect of the whole loss 
without having enforced his right of 
contribution from the other parties 
liable to contribute. 

In the absence of express stipulation, 
the insurer is not liable for any general 
average loss or contribution where the 
was not incurred for the purpose 
of avoiding, or in connexion with the 
avoidance of, a peril insured against. 

Where ship, freight, and cargo, or any 
two of those interests, are owned by the 
same assured, the liability of the: insurer 
in respect of general average losses or 
contributions is to be determined as if 
those subjects were owned by different 
persons. 

Unless the 
where the 


loss 


policy otherwise provides, 
subject-matter insured is 
free from particular average 
under a specified percentage, a general 
average loss cannot be added to a partic- 
ular average loss to make up the speci- 
fied percentage. 


General average losses, as defined by 


this Act, are not recoverable under the 
suing and labouring clause. 

The term “average unless” general” 
means a partial loss of the subject- 


insured other than a 


loss. 


matter 
average 


general 


General Average Sacrifice 

A general average loss includes a gen- 
eral average sacrifice. 

Subject to any express provision in the 
policy, where the assured has incurred a 
general average sacrifice, he may re- 
cover from the insurer in respect of the 


whole loss without having enforced his 
right of contribution from the other 
parties hable to contribute. 





The “‘Home’’ of Automobile Insurance 


Chester M. Cloud 
Metropolitan Agent 
Automobile Dept. 





The Home Insurance Co., New York 
59-61 Maiden Lane 
John 1363 


Phone: 

















WAREHOUSE CLAUSE EXPLAINED 
Warehouse to Wikeun in English 
Clause Subject to Terms of Bal- 
ance of Policy 


Considerable doubt appears to exist 
as to the exact interpretation of the 
“warehouse to warehouse” clause which 
is a part of the English institute cargo 
clauses, and reads as follows: 

“The insured goods are covered sub- 
ject to the terms of this policy from the 
time of leaving the shippers’ or manu- 
facturers’ warehouse during the ordinary 
course of transit until on board the ves- 
sel, during transhipment, if any, and 
from the vessel while on quays, wharves 
or in sheds during the ordinary course 
of transit until safely deposited in con- 
signees’ or other warehouse at destina- 
tion named in policy.” 

Many assured apparently consider 
that by this clause their goods are cov- 
ered from any point in the interior, even 
though the policy only states the port 
of shipment. For example, it has been 
contended that a policy insuring goods 
from Liverpool to Calcutta extends 
to cover the goods from the point of 
dispatch, say London. 

The clause, however, specifically states 
that “the insured goods are covered sub 
ject to the terms of the policy from the 
time of leaving the shippers’ or 
manufacturers’ warehouse,” ete., and 
therefore if the port of shipment is given 
as the starting-point in the policy it is 
only reasonable for an underwriter to 
suppose that the cover commences from 
the warehouse at this point and not from 
some place not stated on the document. 
This is a very important matter and one 
to which shippers would be well advised 
to pay more attention. For the sake of 
safety it would be wise to give the place 
where they intend underwriters’ risk to 
commence; e.., Huddersfield to New 
York, via Southampton, and not simply 
Southampton to New York. 


JOHN LIVINGSTON DEAD 

John Livingston, for nearly fifty years 
veneral agent in San Francisco for the 
Maritime, Ltd., died last week in Oak- 
land. He came to the Pacific Coast in 
the sixties from Liverpool and since then 
has been an active participant in marine 
underwritings. Mr. Livingston retired 
last year from business. 








APPLETON & COX, Inc. 


1 South William Street, 


New York 





AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,447,786.62 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $6,054,621.08 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,325,877.59 











WRITE FOR OUR AGENCY PROPOSITION 

















Extend Time Limits 
On Japan Shipments 


NOW PERMIT TWENTY DAYS 


F. E. Single Tells Underwriters Hazards 
Have Decreased and Extra Days 
Are Needed 
Forrest E. 
Englar & Jones, who 
under- 
earthquake 
claims were being investigated, the local 
underwriting market has decided to ex- 


Acting upon the report of 
sigham, 


American 


Single, of 
represented marine 


writers in Japan while the 


tend the time limit on policies covering 
ports. Instead 
for ten days after 
and for 
discharge 
limits have 
been extended to fifteen and twenty days 
respectively. Protection beyond the 


shipments to Japanese 
ol granting coverage 
receipt at the Customs office 
days after 


steamer the 


not over fifteen 


from an ocean 


twenty days may be secured only upon 
the payment of an extra premium. 
According to Mr. Single, port con 


vestion and other hazards arising out 
of results of the earthquake have so im- 
proved during the last couple of months 
that the first restrictions imposed by 
marine underwriters are more severe 
than necessary. In addition it takes 


nearly fifteen or twenty days to bring 
shipments through the Customs and 
other points of delay after they have 


been discharged from the ocean steamer 

so that in all respects the new time limits 

will be more satisfactory to shippers and 

consignees than those prevailing for- 

merly. 

Marine Underwriters Pay in 
Excess of Policy on Garthwray 


Illustrating how marine underwriters 
may be c alled upon to pay far in excess 
of the face value of a policy, is the case 
of the steel ship “Garthwray,” which 
has stranded off Santa Maria Island on 


the west coast of South America. She 
had had a most unfortunate voyage 
which lasted for nearly two years. She 


sailed on July 15, 1922, on a round voy- 
age érom Grangemouth to Iquique and 
back to the United Kingdom. It is 
believed that she had almost rounded 
the Horn when, encountering bad 
weather, she was blown right across to 
Africa, arriving at Mount Video in tow 
after being in distress off that port in 


December, 1922. She did not sail again 
until April, 1923, but apparently bad 
weather again drove her back, for in 


July she was reported from Cape Town 
with extensive damage to masts, sails 
and hull. 

Eventually she arrived 
1923, at Iquique, completing her out- 
ward voyage in seventeen months. This 
year in March she again sailed for Tal- 


in December, 


cahuana, but apparently she had not 
reached that point when she went 
ashore. Underwriters who wrote the 
risk for the round voyage have certain- 


ly had an exceedingly unfortunate ex- 
perience, and 80 guineas ($400) is 
quoted on her for reinsurance. In the 
probable event of the vessel proving a 
total loss, 100 per cent will be paid to 
the owners apart from the amounts 
previously collected for damage. 
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CASUALTY AND SURETY NEWS 








Provisions of New 
Taxi Bonding Law 


NOW BECOMES 


STATE-WIDE 


All Persons or Groups Engaged In 


Carrying Passengers For Hire 
Must Be Covered 


Under the provisions of the new taxi- 
cab bonding law, after July 1, as a con- 
dition of obtaining a license to operate 
a motor vehicle, the taxicab bonding 
nade state-wide in application 
and includes all persons, firms, associa- 
lions or corporations engaged in the 
business of carrying or transporting pas- 
sengers for hire, in any motor vehicle, 
except street cars, and motor vehicles 
operated under a franchise by a cor- 
poration subject to the provisions of the 


law 1S 


public service commission law. The 
bond must be filed with the tax commis- 
sion. A corporation operating a_ bus 


lme is not obliged to file 
if regulated by the public service com- 
mission, but an individual, firm or part- 
nership must file such a bond. 

A person, firm or corporation, en- 
gayed in the business of renting or leas- 
ing motor vehicles to be operated upon 
the public highways is also subject to 
the provisions of the new law by specific 


such a bond, 


inention. This includes of course the 
automobile liveries which rent the ma- 
chine without the driver in the same 


manner in which the horse drawn vehicle 

was rented in a former day. A_ bond 

or insurance policy may be procured. 
Its form must be approved by the tax 


commission. The tax commission has 
prepared a form of bond and_ policy 
which has been distributed to the in- 
surance and casualty companies. The 
public service commission is now re- 


quiring evidence 
is carried as 


that liability insurance 
a condition of issuance of 
certificate of convenience to operate a 
bus line and will continue to exact such 
condition, after July 1 accepting certi- 
ficate of the tax commission that such 
condition has been complied with. Ex- 
cursion, sightseeing and hotel buses are 
included under the provisions of the new 
bonding law. 

Phe amount of bond is $2,500 for per- 
sonal injury or death and $500 for prop- 
erty damage, with a limitation of $5,000 
and $1,000, respectively, to any number 
of actions growing out of the same 
cause, 


OPENS NEW OFFICE 





American Employers at 130 William 
Street; John A. Manning, Who Has 
Had Considerable General Ex- 
perience, in Charge 


The American Employers of Boston 
lias opened a New York City office at 
130 William Street and has appointed 
John A. Manning as its representative. 
Mare Hubbert, assistant secretary of the 
company, is now in New York super- 
vising the opening of the new office. 

Mr. Manning has been in the insur- 
ance business twenty-six years, having 
tarted with the American Surety in 
1848. While with the American Surety 
he was an assistant to R. H. Towner, 
now of the Towner Rating Bureau. 
Subsequently he was with the Fidelity & 
Casualty, in charge of an underwriting 
division and promotion manager of the 
underwriting department. Since that 
time he has been with the Indemnity 
Company of North America, as a special 
agent in charge of casualty and bond- 
ing lines in New Jersey, and with 
Andrew J. Corsa, a general agent in 
Brooklyn. He went with the American 
Employers last May. 

Mr. Hubbert has been in the insur- 
ance business twenty years, having been 
with the United States Fidelity & Guar- 
anty, the National Surety and the Royal 


Grants Concession 
; To Public Utilities 


DISCOUNT ON _ COMPENSATION 


Bureau Action thew Study by Charles 
B. Scott, of National Electric Light 
Association 


of extensive study by 
Charles B. Scott, chairman of the com- 
mittee on insurance of the National 
Electric Light Association, into a statis- 
tical analysis of the experience of their 
company members, public utilities, of 
the situation in the field of workmen’s 
compensation and public liability insur- 
ance, the governing committee of the 
compensation and liability department of 
the National Bureau of Casualty & 
Surety Underwriters has reduced the 


As the result 


rates on these lines to public utilities 
from $4.05 to $2.50. This change was 
effective June 15. 


Mr. Scott at the time of his studies 
into this interesting and important situ- 
ation arrived at the conclusion that as 
regard to compensation the insurance 
companies were giving an excellent ser- 
vice at a reasonable cost but that their 
experience showed that material reduc- 
tions would be possible in the public 
utility field. 

In Mr. Scott’s request for consider- 
ation of rates in this field was a state- 
ment that if reductions could be made in 
rates he felt that the report of his com- 
mittee would have the effect of influenc- 
ing a large number of the members of 
the National Electric Light Association 
to take out insurance in private com- 
panies rather than to carry their own 
risks as most of them do at present. 

In a letter to its members, the National 
sureau states: 

“It is generally recognized by students 
of insurance that an important factor in 
high rates is adverse selection and, when 
this becomes operative, the effect is to 
produce a small class of business with 
a bad loss experience. The problem is 
how to break into this vicious circle by 
which high rates produce adverse selec- 
tion and adverse selection produces still 
higher rates. In such cases the problem 
is solved if business can be got back to 
an average instead of sub-standard basis. 
This has apparently been the situation 
in the electric light and power field and 
here is a chance, if the efforts of Mr. 
Scott’s Committee materialize, to bring 
in a sufficient mass of business to Over- 
come this effect and start the experience 
of the class off upon a new basis.” 








When is a Disability Not a Disability? 

Jeygar: “Ah, madame, I wasn’t always 
blind.” 

Lady: “No yesterday you were deaf 
and dumb.”—Péle-Méle. 

Indemnity. He hos bee en with the Amer- 
ican Employers for a year. 

The company is the running mate of 
the Employers Liability. It has $1,000,- 
(00 capital and its net surplus is $981,990. 
It is licensed to write all classes of 
casualty insurance and fidelity and surety 
bonds. Its total assets as of December 


31, 1923, amounted to $2,194,300. 
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F. & D. Takes Party 
To Poughkeepsie Race 


STREET WELL REPRESENTED 





Steamer’s Propeller Strikes Log On Re- 
turn and Party Disembarks Before 
Reaching Downtown 





More than eighty members of the staff 
of the Fidelity & Deposit, brokers and 
other guests enjoyed a delightful ex- 
cursion to the Poughkeepsie Regatta 
on Tuesday. They saw the three races 
in which the University of Washington 
and the University of Pennsylvania won. 

The party left New York early in the 
morning on the “General Putnam” and 
were entertained by music furnished by 


Eddie Brown’s Orchestra. Two fine 
meals were served by Louis Sherry, 
caterer. James EF. O’Hea, of the New 


York office of the F. & D., was in charge 
of the affair. 

The party arrived at Poughkeepsie in 
time to get a position of advantage at 
the finish line and left immediately after 
the races for New York. Shortly be- 
fore reaching 132nd Street the boat 
struck a log and lost part of its propeller 
which caused some excitement and 
necessitated disembarkment uptown in 
the early hours of the morning. 

Numbered among those from the home 
office of the company in Baltimore were 


Jack G. Yost, assistant secretary; 
Roland Benjamin, treasurer, and P. L. 
Wellener, assistant secretary. 


Among other guests were A. Crespi, 
Standard Accident; Leo Fitzpatrick, 
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vice-president and general manager, and 
John Nubel, of the Kenny Agency; 
Hugh McGann, legal department of the 
Globe Indemnity; and Dr. W. Y. Syard, 
of the New York’Eye and Ear Hospital. 

Representing the New York office 
were Vincent Cullen, manager; John 
A. Griffin, Arthur Dietrich, F. J. Straus, 
N. E. Banks, William Bullock, Ernest 
L.. Hicks, Simon Klein, Fk. M. Miller, L. 
Kk. O’Brien, Charles J. Otto, Orin B. 
Quigley, A. G. Schneider, H. J. Solon 
and others. 

Among the brokers were Eugene L. 
Meanley, manager of the surety depart- 
ment of R. C. Rathbone & Son, New 
York; Herbert L. McCooney, of Brook- 
lyn; and Joseph Milburs, of Jersey City; 
Walter Booth, of Edwards & Booth; 
Walter Kent, Brown & Crosby; Harvey 
Nelson, Jr., Nelson Ward Co.; Raymond 
Rorke, Hogan & York. 

Among those present from New York City and 
vicinity were: R. M. Austin, of Edwards & 
Booth; George E. Baer, Brooklyn; Leo Baldwin, 
De Ford Bayley, Clausen, Bayley & Karney; 
Hi. T. E. Beardsley; Morris Becher, Capital City 
Surety Co.; Walter Booth, E dwards & Booth; L. 
S.. Brandon, Edward Brown, Frank B. Hall & 
Co.; John R. Cahill, Hagan & Rorke; Albert L. 
Carr, Brooklyn; Lloyd Chittenden, H, E. Cobb; 
Joseph Cohen, a U ntermyer 
Marshall; William J. Colahan, Brooklyn; John 
IF. Calleghan, National Surety; Ira B. Conover, 
National Surety; James T. Crane, E. W. Con- 


don; G. A. Dumont; Louis Field, Brooklyn; 
George V. Fogarty, George Brainard, Inc.; 
James A. Garrity, Yonkers; E. F. Gilligan, 
Bartlet Greene, <irlin, Wooley, Campbell, 
Hitchcock & Keating; Harry Green, Hotchner 
& Co.; Walter Hagan, Hagan & Rorke; John 
Higgins, Clausen, Bayley & Karney; "Joseph 
Hurley, Bramleygram Co.; Walter Kent, Brown 
& Crosby; Herbert P. Laurence, Gilmour, 
Clarke & Cortis; Reginald Martine, Brown 
Bros. & Co.; Robert R. Paine, Far Rockaway; 
Leo Patiri, Alfred J. Pendleton, Seaver & 


Pendleton; A. A. Peters; Samuel D. Robinson; 
Raymond Rorke, Hagan & Rorke; Joe Roth; 
Charles B. Schaeffer, Jr., Spotts & Starr; H. W. 
Schaeffer, H. - Schaeffer Co.; Douglas 
Schenck; William P. Seaver, Seaver & Pendle 
ton; Everett M. Seixas; Judge Simpson; Paul 
Sinnott, Sinnott * Canty; John Thetford, Thet 
ford Marson; Thomas, Hamilton & Wade; 
William Tracy, r Charles F. Murphy, Jr.; 


Edgar G. VanWyck, Unqua Agency, Amity- 
ville, L. I; W. W. Walblanck, Cornwall & 
Stevens; George Young; R. M. Chandor; 
Thomas Keating, Pate & Robb, and Philip 


Dolsimer, Far Rockaway. 





R. O. Davidson, superintendent of the 
accident and health department of the 
Royal Indemnity, is expected to return 
tomorrow from a week’s agency trip in 
the middle west. 
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Integrity Mutual’s 
Assets Off $548,000 


HEAVY COMPENSATION LOSSES 
Open Stock Policy Without Co-Insur- 
ance or Inspection Written By Fur- 
nishing Goods Manufacturers 





Chicago, June 17—The Integrity Mu 
tual Casualty went through quite an 
experience last year, according to their 
statement for 1923. The report shows a 
decrease in assets of $547,458, the year’s 
disbursements exceeding the income by 
more than a half million dollars. This 
misfortune resulted mainly from losses 
on workmen’s compensation business, 
with premiums of $961,042 and losses paid 
plus loss expense $1,337,591. 


Open stock burglary insurance cover- 
age without the usual coinsurance, in- 
spection and burglary protection device 
requirements is to be written by Wilson 
Brothers, the furnishing goods manu- 
facturers, for their dealer customers 
through Moore, Case, Lyman & Hub- 
bard, prominent Chicago agents. Hart, 
Schaftner & Marx, clothing manufactur- 
ers, recently made a similar offer to their 
dealers and local agents are watching 
with considerable interest the degree of 
success with which this new “agency” 
development meets. 

An examination of the Inter-Insurers 
Exchange of the Illinois Automobile 
Club has been ordered by the Insur- 
ance Department of Illinois. The Illi- 
nois Auto Club has about 3,000 mem- 
bers, chiefly in the Chicago district. The 
examination will be made under direction 
of Rufus Kendall, chief examiner, and 
will begin at once. 


A short term automobile accident in- 
surance similar to the day rate accident 
insurance for railroad travelers will be 
written by the Personal Autoaccident 
Protection Association now being or- 
yanized for that purpose at Springfield, 


Ill. The term of insurance coverage will 
be limited to 10 days under present plans, 
though may be extended later. It is 
thought that there will be a demand for 
this form of protection among the large 
and growing number of persons renting 
cars for a day’s use or for extended tour. 


EXTENDS AUTO COVERAGE 


Maryland Casualty Offering Policyhold- 
ers Protection for Cars While in 
Foreign Lands 


The Maryland Casualty has made ar- 
rangements to extend its automobile 
policies to give coverage to its assured 
while they are touring in all parts of the 
world. To accomplish this the company 
has made arrangements with a_ well 
known firm who have representatives in 
every country and nearly every city of 
any size to handle, liability, property 
damage and collision insurance for it. 

The service can be obtained at an 
additional premium and is taken care 
of before the assured leaves the United 
States, by the addition of an endorse- 
ment. At the present the company has 
branch*or sub-offices in a large number 
of countries, some of which are: Eng- 
land, France, Germany, Italy, Belgium, 
Greece, Turkey, Egypt, Mexico, South 
America, Holland, Switzerland, Spain, 
Portugal, Norway, Denmark, Sweden, 
Austria, Australia, South Africa, East 
Africa, Japan and India. 

The foreign coverage 
reads as follows: 

In consideration of an additional pre- 
mium and of the mutual agreement of 
the company and the assured named in 
the policy to which this endorsement is 
attached, it is hereby understood and 
agreed, by and between the company and 
the assured named in the policy, that the 
policy shall be extended to cover the 
automobile(s) described in the Schedule 
attached to the policy. This endorse- 
ment shall not take effect as to each 
automobile until it is unloaded from any 
vessel and delivered to the complete con- 


endorsement 
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trol of the assured within the foreign 
territory named and shall cease to op- 
erate, and be of no effect as to each 
automobile, as soon as it is delivered to 
the custody and control of any party 
for the purpose of loading it upon any 
vessel, and shall not again operate and Governor Smith has named as mem- 
become effective as to such automobile bers of the Advisory Committee of the 
until it is again unloaded and delivered, State Insurance Fund, John F. Weis, of 
as above, within the territory named and Kochester; J. Charles Andrews, of New 
during the term of this endorsement. York City, and Thomas W. Larkin, of 
The assured further agrees to give all LeRoy, all reappointed. Appointment 
notices required by the policy, in connec- ‘8 for three years. This board consists 
tion with any accident occurring within ©! nine members appointed by the gov- 
the territory set forth herein, and claims ¢rnor, all of whom are employers or of- 
and suits resulting therefrom, to the  licers of employees insured in the State 
nearest office or agent of Messrs. Toplis © Workmen's Compensation Fund, with 
and Harding, of London, England. the industrial commissioner as chair- 
man. The committee considers the con- 
= : dition of the State Fund, examines the 
condition of its reserves, investments 
and matters relating to the fund. Mem- 
bers receive no salary. 


REAPPOINTED BY SMITH 
Governor Makes ‘No Change In Ad- 


visory Committee of New York 
State Insurance Fund 


COMPENSATION FOR RUPTURE 


\W. B. Caufield, travelng salesman for — 
the Richmond Dry Goods Company, 
who claimed to have been ruptured at TALKS BY W. L. TAYLOR 
Leakesville, N. C., February 26, 1924, W. L. Taylor, vice-president and general 
while carrying sample cases from an manager of the Vederal Surety, has been 
automobile up the steps of a hotel in called upon frequently lately to address 
that town, has been allowed compensa local organizations. The other evening he 
tion for period of disability by the Vir spoke to the Business and Professional 
ginia industrial commission. The insur Women’s Club of Davenport on the sub- 
ance carrier resisted the claim on the ject of “Qualifications Looked for in an 
ground that Caufield suffered from her inploye.” Mr. Taylor also spoke to a 
nia prior to the alleged accident. Study Club of Davenport 























mobile Property Damage, A 
Colston. 

Burglary. 
tractors’ Liability, Credit. 


tor Liability, Elevator 


Breakage. 
Fly-wheel Breakage. 


Accident and Sickness. 

Health, Hold-Up. 
Landlords’ Liability, Larceny. 
Manufacturers’ Liability, 

Liability. 

Liability. 
Plate Glase, Public Liability. 
Salary, Steam Boiler. 


Teams Liability, 
Damage, Theatre, 


Use and Occupancy. 
Workmen’s Compensation. 
Workmen’s Collective. 








The LONDON urites: 


Accident, Automobile Liability, Auto- 
utomobile 


Contractors’ Coatingent Liability, Con- 


Electrical Machinery Breakage, Eleva- 
Property 
Damage, Employers’ Liability, Engine 


General Liability, Golf and Game, 
Group 


Marine 


Owners’ Liability, Owners’ Construction 


Teams Property 
Theft. 
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Reduction of Income 


and the need of Superservice Liability Insurance fill the front page 
of your morning paper. Strengthen your sales power by represent- 
ing a company whose success has been built on the realization that 
its growth and the growth of its agents go hand in hand. 


That’s the thought behind Superservice. 


Write us—perhaps we have an opening in your town. 


LONDON GUARANTEE & ACCIDENT 


HEAD OFFICE: 
55 Fifth Ave., New York 
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United States Manager 
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Basic Redes For 
Auto Fleet Risks 


LINE WRITTEN FOUR WAYS 


Maryland Casualty Explains Coverage 
To Agents In Current Number 
Of “Budget Supplement” 


of the 
earnings and mileage basis for pub- 


There are four ways, exclusive 
new 
write 
“Budget Supple- 
publication of the 
April, in discuss- 
the are 


obtained and what plans and rules should 


and taxicabs, to 
the 


official 


lic automobiles 
fleet 
ment,” the 
Maryland C 
fleet 


risks, states 
asualty for 


ing coverage, how rates 


be used in connection with this line. 
The 


specified car 


four ways are classed as follows: 


basis, more automobiles 
automatic 


The 


than operators, coverage 


basis, and payroll basis. “Budget” 


vyoes on to say: 
Under the 


specified car basis the au- 


tomobiles that an assured wants cov- 
cred are specified in the policy, the rates 
are determined for each car and the sum 


of the rates is the policy premium. Au- 
acquired after the date of the 
policy and automobiles disposed of are 
added or eliminated from the schedule 
by endorsement on the pro rata basis, 
upon notification from the assured. This 


tomobiles 


basis, of course, provides no saving in 
premium and is not recommended when 
one of the other forms can be used. 


More Automobiles Than Operators 


lf an assured owns more automobiles 
than he employs operators the applica- 
tion of the more automobiles than oper- 
ators rule will bring about a lower pre 
mium than if the risk were written on 
the specified car basis. Under this rule 
the assured names the persons who will 


operate the automobiles, and = specifies 
the automobiles to be covered. The 
manual rates are then determined for 
each such automobile, but, instead of 


carrying out the full rates into the policy 
premium on all cars, only the full man- 
ual rates for the number of highest rated 
automobiles equal to the number of per- 
sons named to operate all automobiles 
will be so carried. The rates for the re- 
iiaining cars will be discounted 75% 
so that only 25% of such rates will be 
included in the total premium. 
By reason of the reduced 
policy coverage is limited to 
ation of the automobiles by 
ators named in the policy. Hf, 
policy becomes etfective, 


the 
oper- 
the oper- 
after the 
one of the op- 
the 
succéssor 


rating 
the 


erators leaves the assured’s employ, 
policy automatically covers the 
jor ten days, during which time the as- 
sured must notify the company so that 
an endorsement can be attached extend‘ 
to the new operator. 

This plan is usually a very good one to 


ng coverage 


use when the assured does not own more 

than five automobiles. When more than 

five cars are owned one of the follow- 
ing plans is generally preferable. 
Automatic Coverage Rule 

The automatic coverage rule has de- 

rived its name from the provision that 

any additional automobiles of the type 


described in the policy, acquired by the 
assured after the effective date of the 
insurance, are automatically covered. In 
addition to the automatic coverage, the 
rule provides for the giving of a refund 
for days on which automobiles are not 
in service, with the condition that any 
such automobile ‘s must be laid up for ten 
consecutive days, in which case a refund 
for the entire period of consecutive lay- 
ups is allowed. 

A further provision is made that the 
assured must file a report each month 
showing the days automobiles are laid 
up and listing any automobiles acquired 
or disposed of during the month. This 
is very important, as, unless the reports 
are filed during the next subsequent 
month, no credit will be given for lay- 
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ups during the month for which the re- 
port has been delayed, and if the assured 
acquires the habit of filing reports at a 
late date the automatic coverage feature 
of the policy will have to be cancelled. 

The premium for the automatic cov- 
erage policy is determined in the same 
manner as that for a policy written on 
the specified car basis. Every automo- 
bile, of the type to be insured, owned 
by the assured at the effective date of 
the policy, is specified in the schedule. 
The manual rates for each such automo- 
bile, or the manual rates discounted or 
increased by reason of an existing ex- 
perience rating credit or debit, are ap- 
plied and the sum of such rates is the 
advance premium for the policy. 

Any or all types of automobiles of an 
assured may be covered on this basis. 
Ii an assured wants only his private 
passenger type cars insured the rule may 
be used, but the policy will cover auto- 
matically only automobiles of that type 
subsequently acquired. If both private 
passenger and commercial automobiles 
are to be covered, then the policy will 
cover automatically all such automobiles 
acquired after the inception of the pol- 
icy. If the assured operates public au- 
tomobiles and specifies that type of vehi- 
cle to be insured, these will be covered 
in the same manner. 

There is no saving to the assured in 
the advance premium. The saving comes 
in at expiration when the policy is ad- 
justed and the assured is given credit 
for the number of days that the automo- 
biles have been out of service. 

This is a very good form of coverage 
to use when a fleet is made up princi- 
pally of private passenger cars, or for a 
fleet made up of commercial cars or pub- 
lic automobiles when the number of 
chauffeurs is equal to or exceeds the 
number of automobiles. When the risk 
consists of commercial automobiles or 
public automobiles and the number of 
chauffeurs is less than the number of 
cars, the payroll basis is usually the best 
to use. 

Payroll Basis 


The premium for the payroll basis 
depends upon the number of chauffeurs 
employed to operate the automobiles. If 
the number of chauffeurs exceeds the 
number of automobiles then, the rule 
should not be used, as the premium will 
be in excess of the premium obtained 
by writing the risk on the specified car 
basis. In such a case the automatic 
coverage rule should be used, and it will 
be found that, with perhaps one or two 
exceptions, public automobile risks will 
be better covered under the automatic 
coverage plan or under the new mileage 
and earning rules. The reason is that 
public automobile risks usually employ 
more chauffeurs than automobiles. 


The payroll rule has been so named 
because the payroll of the chauffeurs is 
used at the expiration of the policy to 
determine the average number of chauf- 
feurs employed during the policy period. 
That is the only use of the payroll and 
is not, as is commonly thought, used as 
under a compensation policy. 

The rates used under this form of 
coverage are the regular manual rates 
per car, but instead of applying the rates 
to the automobiles to determine the pre- 
mium, they are applied to the number 
of chauffeurs. 

To quote rates for such a policy sim- 
ply remember this. Rate each automo- 
bile owned by the assured that can be 
covered under the payroll rule just as 
one would do if he were writing a 
specified car policy. After determining 
all the rates, add them up and divide the 
total by the number of cars so rated. 
The result is the average rate. Then 
multiply the average rate by the num- 
ber of chauffeurs and that result is the 
premium for the policy. 


In order to issue a policy a list of au- 
tomobiles owned by the assured showing 
their locations and the class of business 
they are used in, must be obtained, in 
addition to the following information— 
estimated average number of chauffeurs 
or automobile operators employed in- 
cluding the named assured and any other 
person not a regular chauffeur who 
drives the cars; estimated total annual 
remuneration of all chauffeurs or oper- 
ators; the average annual wage per 
chauffeur; and the estimated number 
of trailers owned by the assured. 


Under the present rule trucks or pub- 
lic automobiles of an assured may be 
written on the payroll basis, if the com- 
bined number of automobiles of all types 
(private passenger, commercial and pub- 
lic) owned by the assured is five or more. 

The payroll policy also gives automatic 
coverage in that it covers all commercial 
automobiles and/or public automobiles 
operated by the assured during the pol- 
icy period. It has an advantage over 
the automatic coverage policy in that 
it does not require the assured to sub- 
mit the monthly reports. All the as- 
sured is required to do is to maintain 
an accurate record of the chauffeurs’ 
payroll and the company does the rest. 
At expiration the company audits the 
payroll, divides the total wages paid to 
chauffeurs by the average annual wage, 
and the result obtained is the average 
number of chauffeurs. The number of 
chauffeurs i¢ then multiplied by the aver- 
age rate and the result is the actual 
policy premium. If it is less than the 
original premium, the assured is returned 
the difference; if it is more than the 
original, the assured is billed with the 
additional amount. 
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Property Losses From 
Water Damage Heavy 


MORAL HAZARD 


Metropolitan Casualty Explains Cover 
To Agents In Its Publication, The 
“Searchlight,” For May 


IMPORTANT 


A form of insurance that is perhaps 
not as extensively pushed as it might be 
is that form known as water damage in- 
surance. An interesting article describ- 
ing this cover is printed in the “Search- 


light,” the official publication of the 
Metropolitan Casualty. This article de- 
scribes the policy thoroughly giving 


table of rates, discounts, etc. 

The article in part states: The need 
for water damage insurance is demon- 
strated by many large property losses 
caused by water which often works very 
quietly and may not be discovered until 
heavy damage is done. 

The water damage policy is issued to 


owners and tenants of buildings, mer- 
cantile and manufacturing  establish- 
ments and is written to provide in- 


demnity against direct loss or damage 
to buildings and/or contents from water 
or steam from any or all of the following 
sources: plumbing system; plumbing 
tanks; steam or hot water heating pipes 
and radiators; roofs, leaders and spout- 
ing; broken or open windows and sky- 
lights; elevator tanks and_ cylinders; 
standpipes for fire hose; brine and/or 
ammonia leakage, and street water sup- 
ply mains and fire hydrants. 

In addition to indemnity against di- 
rect loss or damage from the sources 
above mentioned legal liability coverage 
may be granted covering loss or damage 
to property of others as defined or im- 
posed by law, including expenses to de- 
fend such suit as may be brought against 
the assured. Legal liability is quite 
clearly defined as follows: “An obliga- 
tion which the law imposes upon each 
individual as to his acts toward third 
parties.” 

Inspection of Risk 

An inspection of any risk must be 
made before binding not only to ascer- 
tain the physical condition of the build- 
ing but to determine just what cover- 
ages the assured should have for his 
proper protection and to give him the 
benefit of such discounts in the rate as 
he may be entitled. Such expert me- 
chanical inspection is very valuable to 
the assured in pointing out defects and 
suggesting changes or betterments which 
may result in lower premium cost. 

The moral hazard, and by this is meant 
the personal and business integrity of 
the assured is a very important con- 
sideration in the writing of water dam- 
age insurance and there is no one who 
is in a position to know this as well as 
the soliciting agent and, we therefore 
are depending almost wholly upon him 
to see that only such risks as he can 
strongly recommend are submitted to us. 

Risks located in buildings with 
dwellings or apartments overhead are 
not desirable and will not be written 
unless in a modern constructed building 


originally built for stores and apart- 
ments. Risks in buildings of ancient 
vintage where the walls and ceilings are 


water stained and where plumbing is 
concealed and has not been completely 
overhauled should not be considered. 





“THE SHAME OF MISSOURI” 


In commenting upon the twice-repeat- 
ed passage and repeal of an accident 
compensation law for injured wage- 
earners in Missouri, Legislative Notes of 
the American Labor Legislation Review 
for June calls the action, “The Shame 
of Missouri,” and states that there is 
hope that the blot may be removed in 
the fall. “At last,” reads the comment, 
“following the defeat of a competitive 
insurance plan in November, 1922, all 
labor groups have strongly united and 
have initiated an exclusive state fund 


measure to be submitted to the voters at 
the coming election.” 
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Crewe On Fundamentals 
Of Liability Cover 


GIVEN TO MARYLAND AGENTS 


His Educational Article in “The Budget” 
Gives Primary Facts About 
This Policy 


A comprehensive analysis of public 
liability insurance is given in the current 
issue of the “Budget,” the official public- 
ation of the Maryland Casualty. It was 
prepared by Rexford Crewe, assistant 
general manager of the Maryland 
Casualty at the New York office. 

After summing up the history of li- 
ability insurance Mr. Crewe discussed 
the taking out of the contract. 

In addition to insuring, the company 
also agrees to serve the assured (a) by 
investigating all claims, (b) by defending 
all suits against the assured whether 
groundless or not, provided they fall 
within the coverage granted by the 
policy, (c) by paying all court costs, in- 
terests on judgments, expenses of in- 
vestigations and defense, premiums on 
attachment or appeal bonds and similar 
items, (d) by inspecting premises and 
work-places covered by the policy and 
making recommendations for improve- 
ments and changes that would tend to 
reduce the possibility of accidents, (e) 
by permitting the assured, at the com- 
pany’s expense, to provide such surgical 
relief as may be immediately required in 
case of accident. 

The company limits its liability to the 
amounts stated in the policy. At the 
present time the so-called “standard 
limits” are $5,000/10.000 which are the 
lowest limits for which a policy will be 
issued. These may be increased to any 
amounts desired upon the payment of 
an additional premium. 

The policy period is usually for one 
vear, especially where premiums are 
based on payrolls. This permits the 
public liability to be written concurrently 
with the compensation or employers’ 
liability and calls for premium adjust- 
ments at regular and convenient inter- 
vals. General liability, boiler, engine 
and fly-wheel policies are usually writ- 
ten for three years. Long term policies 
can be written more conveniently and 
with less expense where the premium is 
based on a rate for individual objects or 
on some unchanging condition. 


Notice of Accident 


One of the very important clauses of 
the policy is that requiring the assured 
to give immediate written notice of any 
accident or claim against him to the 
company. 

The policy further states that the com- 
pany will not be liable for any settle- 
ments made by the assured or for any 
expenses incurred by him unless with the 
written permission of the company. 

All policies contain a _ subrogation 
clause to the effect that if the company 
pays a loss it shall be subrogated to all 
the rights of the assured to the extent 
of such payment. 

Another clause outlines the method to 
be followed in case of cancellation by 
either the assured or the company. It 
is usually required that the party desir- 
ing cancellation of the policy give five 
days’ written notice to the other party. 
Though it is seldom that the company 
demands such notice, it is always care- 
ful to give the required notice to the 
assured to prevent any complications at 
a later date. 


Insolvency Clause 


An insolvency or bankruptcy clause 
states that the company shall not be re- 
leased from payment of damages for 
which the assured shall be liable under 
the terms of the policy, should the as- 
sured become insolvent or bankrupt. 

Assignment of the policy to another is 
prohibited unless the acceptance of the 
assignee and the consent of the company 


be obtained. A further provision states 
that no action shall lie against the com- 
pany to recover on any claim until such 
claim has been fixed by judgment and 
that any action to recover must be 
brought within two years of the date of 
such judgment. 


Specific Coverages Afforded 


Commenting upon the specific cover- 
ages afforded by the various public 
liability policies, Mr. Crewe stated: 

The manufacturers’ public liability policy in- 
sures against loss on account of accidents due 
to or caused by the operations of the assured 
at the place or places mentioned in the policy. 

The contractors’ public liability policy is prac- 
tically the same as that of the manufacturers’ 
public, except that it is intended to be more 
elastic to suit the roving tendencies of con- 
tractors, 

The owners’ protective public liability form is 
commonly called owners’ contingent liability. It 
is designed to give owners protection against 
accidents caused by others than his own em- 
ployes. The insuring clause is very broad, 

The contractors’ protective liability form of 
policy is to the contractor what the owners’ 
protective is to the owner and is required by 
the contractor when he sublets all or part of 
the work. 

The insuring clause of the team’s public lia- 
bility policy covers against accidents caused by 
draught or driving animals or vehicles (other 
than automobiles) owned, maintained or oper- 


ated by the assured and used in his business at 


the places described in the schedule of the 
policy andsor by the loading or unloading of 
such vehicles. 

The marine employers’ and public liability 
form covers accidents to both employes and the 
public, except passengers, while on or about 
the vessels named in the policy. 

The general liability policy covers only acci- 
dents occurring within or upon the premises de- 
scribed in the schedule or upon the sidewalks 
and ways immediately adjacent thereto and 
elsewhere if caused by employes of the assured 
engaged as such on the premises described in 
the schedule, but who are required to be at 
other places from time to time in the discharge 
of their duties 


rane Public Liability 


The elevator public liability policy provides 
insurance against accidents resulting from the 
maintenance, operation and existence of ele- 
vators and hoists and the necessary appurte- 
nances and machinery; also, against accidents 
resulting from merchandise and goods while 
being carried on the elevators or hoists. 

The theatre public liability form affords a 
coverage identical with that furnished by the 
general liability form, but as the name implies, 
it is confined to a definite kind of risk. 


The automobile public liability policy covers 
against personal injuries caused by automobiles 
described in the schedule of the policy anywhere 
in the United States or Canada, or caused by 
the loading or unloading of merchandise carried 
on the autemobiles, where such are used for 
commercial purposes. 

The garage liability form combines features of 
both the general liability policy and the auto- 
mobile policy. It not only covers accidents oc 
curring in or ‘about the premises due to physical 
defects or negligence of employes, etc., but also 
covers accidents caused by automobiles used in 
the conduct of the assured’s business, whether 
such accidents, occur on the premises or away 
from the premises. 

The sports liability is among the newer forms 
of liability insurance and resulted primarily to 
meet the demands of golfers who desired pro- 
tection should they become liable for injuries to 
others. The policy, however, not only covers 
the assured against golf accidents, but also 
against accidents caused while engaged in or 
practicing for recreation or amusement, any 
athletic game or exercise such as polo, baseball, 
football, hockey, tennis, etc. 


Boiler, Engine and Fly-Wheel 


The boiler, engine and fly-wheel policies each 
contain a provision for public liability in that 
they provide in case of accidents occurring un- 
der the terms and limitations of the policies, 
indemnity for (a) damage to the assured’s prop- 
erty, (b) damage to property of others, and (c) 
liability for personal injuries in an amount not 
exceeding $5.000 or not exceeding the amount 
the policy if that amount is less than $5,000. 

The product public liability form may be is- 
sued to cover hazards arising out of the pres- 
ence of foreign matter in food meant for con- 
sumption, 

The physicians’, surgeons’ and dentists’ lia- 
hility— druggists’ liability and hospital liability 
forms are written by comparatively few com- 
panies at the present time, but they are of 
interest and value to the great number of pro- 
fessional men and druggists who serve the 
public. The insuring clauses bind the company 
to defend all suits and indemnify the assured in 
case of legal liability. The acts of an assured’s 
authorized assistants and employes are also 
covered under the policies. 





A CORRECTION 

An article in Tue EASTERN 
UNpERWRITER last week said 
changes in health policies and 
rates of the Commercial Casualty 
would become effective July 15, 
whereas it was June 15 the changes 
went into force. 

















HOME OFFICE: 
NEW YORK 


CASUALTY INSURANCE 
FIDELITY & SURETY BONDS 


‘The agent’s active representation secures 
today’s profit, but only the good reputa- 
tion of his company will guarantee the 
year after year royalties of sure renewals 
and sustained public esteem. 








Property Damage and 
Public Liability 


FINAL RULING NOW PENDING 


National Bureau Advises Members To 
Issue Endorsement Enabling Them 
To Get Full Benefits 


Pending a final ruling of the New 
York State Attorney General on the in- 
terpretation of Chapters 534 and 639 of 
the laws of 1924 of the New York, the 
Fearon Laws, the National Bureau of 
Casualty & Surety Underwriters has ad- 
vised its members that they need not 
necessarily include property damage in- 
surance with every public liability policy. 
However, to be on the safe side, the 
Bureau advises the attaching of en- 
dorsements to policies in order to ob- 
tain benefit of any decision that may be 
handed down by the courts. 

This action on the part of the Bureau 
followed a meeting that was held last 
week before the Attorney General for 
the purpose of discussing the effect of 
the Fearon Laws on automobile policies 
issued by casualty and fire insurance 
companies. The company representa- 
tives present at the hearing urged that 
the Fearon Laws were intended first to 
hold the assured liable when his car was 
used in his business or otherwise by 
another person with his consent, and 
second to require the insurance com- 
panies to extend their insurance policies 
to cover this additional liability; and it 
was further held by the company repre- 
sentatives that there was no intention 
to compel the automobile owner who 
takes out one form of insurance to take 
another in conjunction with it, and that 
the statutes should not be so construed. 

The Attorney General did not feel 
called upon to render a decision in the 
case and stated that his office would un- 
dertake no proceedings against any of 
the companies at the present time; that 
if future developments required a de- 
cision on his part, an opportunity for a 
hearing would be given to interested 
parties. It was intimated that the com- 
panies were unduly solicitous about the 
effect of the legislation and that they 
should proceed as heretofore with the 
orderly conduct of their business. 

The following endorsement has been 
suggested for use by the Bureau mem- 
bers: 

“In compliance with Chapters 534 and 
639 of the Laws of 1924 of New York, 
the policy to which this endorsement 
is attached is extended to insure the 
named assured (the owner of the auto- 
mobile or automobiles described in the 
policy) against liability and responsibility 
for damages resulting from negligence 
in the operation of such motor vehicle 
or motor vehicles, in the business of 
such owner or otherwise, by nay person 
legally using or operating the same, with 
the permission, express or implied, of 
such owner. It is understood and agreed 
that this endorsement is subject to all 
the terms, conditions and limits of 
liability of the policy to which it is at- 
tached, which are not expressly in con- 
flict with it 


WRIGHT SUCCEEDS PAINE 


The Ocean Accident & Guarantee has 
appointed Alvah F. Wright as resident 
manager of its branch office at Albany, 
N. ¥., to succeed C. C. Paine. Mr. 
Wright was in the service of the com- 
pany from 1915 to 1921 in New York 
City. For the past eighteen months he 
has been with the Fidelity & Casualty 
as a special agent in the Albany terri- 
tory. 


ZURICH APPOINTMENT 


Julius Lyman, of New Haven, Conn., 
has been appointed local agent at that 
point for the Zurich. Mr.*Lyman is an 
agent also for the Aetna Casualty & 
Surety. 
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To Get Out Que Issue 
Of International Paper 


WOHLGEMUTH OFF FOR EUROPE 


Will Investigate Various Features of 
B:itish and European Underwriting; 


Discusses Journalism 


I. Jay Wohlgemuth, president of the 
sailed Wed 
with his fam 
to be gone until Septem- 
ber 'st. Mrs. N. V. Paul, vice-president, 
left on the Saturday. 

sailing Mr. 
Wollgemuth said to Tur Eastern Un 


Nat‘onal Underwriter Co., 
nesday on the “Aquitania” 


ily, ‘or Europe, 


“Leviathan” 
In an interview before 
pERV. KITER that the National Underwriter 
will publish a European special number, 
which he hopes will serve to make Amer 
ican insurance men more familiar with 
european conditions. American under 
writers, he said, have much to learn from 
abroad. He 


vill snvestigate so far as possible the dif 


a closer study of insurance 


ferevces between American and British 


underwriting, delve into the history of 


insurance from the British standpoint, 
and vive his impressions of British un 
derywriters and European insurance con 
ditions generally. 

“Following the world war,” he said, 
“insurance as well as all other business 
men have become interested in their 
fore'gn neighbors to a greater extent 
than before and wish to become better 
acquainted with them. Europe and 
\merica will tend to become more and 
more alike, and therefore insurance men 
everywhere will have more in common, 
While the time has 
not vet perhaps come for an interna 
tional insurance paper we shall, in this 
one issue, attempt to deal with insurance 
from a world viewpoint. The National 
Underwriter, which was started in 1897 
as the Ohio Underwriter, later becoming 
the Western Underwriter, will thus for 

single issue be the “International Un 
derwriter.” 

Mr. Wohlgemuth has devoted his en 
tire usiness career to the insurance pub- 
lisht yg business, having begun in the of 
fie f the Indicator of Detroit in the 
earl, "90's. He is now at the head of in 
uracice publications doing a business re 
ported to be a million dollars annually. 

“T am very proud of the fine type of 
men which have been drawn into the 
insurance publishing business in recent 
vears and of the service which the 
papers are now giving to the business,” 
he said. “Some of the newer into the 
business are bright young college men, 
with up-to-date newspaper and publicity 
stancards. Some of our insurance 
papers will now compare favorably with 
the best business publications in other 
lines. Probably the greatest develop 
ment in American publishers in the past 
decade or so has been in the business 
paper field. Publicity is the great mod 
ern force. In attempting to make Amer 
ican and European insurance men “bet 
ter acquainted” we shall be doing our 
little bit toward better and more peace- 
able world conditions.” 


as tine goes on. 


SEVEN-DAY WAITING PERIOD 

Phe adoption of the seven-day waiting 
period in New York is a victory for con 
tructive legislation in the direction of 
uniformity and adequate standards, ac 
cord ng to the American Legislation Re- 
view for June, which goes on to say: 
“What is more, it is a wholesome ex 
ample to other states that have not yet 
done away with unreasonable long wait 
ing periods, Six states, Colorado, New 
Mex co, New Jersey, Pennsylvania, 
South Dakota and Virginia, still remain 
with a waiting period of ten days. Five 
state’, Alabama, Arizona, Delaware, 
Iowa and Montana, have the fourteen- 
day waiting period. In all these states 
there is need for the prompt adoption 
of the seven-day standard. 





COMPENSATION ENDORSEMENT 
New Procedure Adopted By N. Y. Rat- 


ing Board a Departure From Pre- 
vious Methods Employed 

The procedure adopted by the New 
York Rating Board in applying the in- 
creased Tates on account of the amend- 
met to the compensation law, effective 
July 1, 1924, is from any 
followed in the past in that 


a departure 
procedure 
themselves are not to be 
issued 


the rates 
changed or any reprinted pages 
for the manuals, but instead, a flat charge 
is being made on all compensation pre- 
earned between July 1, 1924, and 
On this latter date, ad 
ditional amendments to the Compensa 
which will 


mums 


January 1, 1925. 


tion Law become effective, 


require further increase in the rates. 


Hlowever, at that time, a general rate 


revision is contemplated and, therefore, 
no doubt, new rates will be published in- 
cluding not only the normal adjustments 
of rates, but the changes on account of 
the law amendments both effective July 
1, 1924, and January 1, 1925. The Com- 
pensation Inspection and Rating Board 
dorsement to handle the 3.2% increase 
of New York have drafted a form of en- 
between July 1, 1924, and January 1, 1925. 

Phe form is as follows: 

WHEREAS, the benefits provided by the 
Workmen’s Compensation Act have been in 
creased on the average to the extent of three 
and two-tenths per centum (3.2%) by Legisla 
tive amendments effective July 1, 1924, and 

VHEREAS, the Company is required to pay 
such increased benefits on account of injuries 
sustained on and after said date and covered by 
the policy to which this endorsement is attached, 

Iv IS HEREBY AGREED that on and after 
July 1, 1924, the premium rates stated in the 
declarations forming part of this policy shall be 
subject to a like increase of three and two 
tenths per centum (3.2%), and that such in 
crease shall apply to all payroll earned on and 
after July 1 and until the expiration of the con 
tract; provided that if the premium rates stated 
in the declarations are superseded by subse- 
quent endorsement, the increase of three and 
two-tenths per centum (3.2%) shall apply to 
the rates given in such superseding endorse- 
ment; provided, also, that if this contract con- 
tinues in force after December 31, 1924, the 
Company reserves the right to make such 
further changes in rates as may be required 
on aecount of the Legislative amendment re 
ducing the waiting period which becomes effec 
tive on January 1, 1925, and for such other 
causes as may be determined by the rules of 
the Compensation Inspection Rating Board and 
approved by the Superintendent of Insurance. 

Nothing herein contained shall be held to alter, 
vary or waive any of the agreements, condi- 


tions, or statements of this policy, except as 
herein stated, nor shall this endorsement bind 
the Company until countersigned by a duly 


authorized, representative of the Company, 


NEW AMSTERDAM APPEALS 


Holds Injury to Assured Who Held 
Match Over Gasoline Tank Resulted 
From Independent Action 
The New Amsterdam Casualty has ap- 
pealed from the judgment recovered by 
the respondent, S. Mortimer Hill, in the 
sum of $1,493 on a policy of automobile 
liability insurance in the case in which 
a lighted match was held over a gasoline 

tank with disastrous results. 

The New Amsterdam Casualty con- 
tends that the insurance policy did not 
cover the action in question. The in- 
juries suffered by the injured, Gehrke, 
are claimed not to have resulted from 
his car, but by the independent act of 
lighting a match while in the rear of his 
automobile in order to find out the 
amount of gasoline in the tank. .The pol- 
icy Was a policy insuring against loss 
trom hability imposed by law upon the 
issured and there was no proof at the 
trial it is contended that the respondent 
paid the judgment obtained against him. 

Respondent contends that the policy 
indemnifying “against loss from liability 
imposed by law” caused by the automo- 
bile meant that appellant was bound to 
indemnity plaintiff for any personal in- 
jury caused by the automobile, as the 
language is so broad and without limita- 
tion or restriction of any kind, particu- 
larly in view of the fact that it is an 
elementary principal of law that a policy 
of insurance must always be construed 
in favor of the assured, 


inaliby Men Held 
Spring Tournament 


DINNER FEATURES FINE DAY 


Casualty and Surety Club Meet at 
Sleepy Hollow Country Club; 
Trophy Winners 
The annual spring golf tournament of 
the Casualty & Surety Club of New 
York was held at the Sleepy Hollow 
Country Club, Scarborough, on Wednes- 
day with the largest enrollment—over 
100--that the club has had at these 
affairs. The tournament was followed 
by a dinner in the evening at which W. 
G. Falconer, the club president, presided 
and presented the many handsome prizes 
to the winners. The dinner was a fit- 
ting climax to one of the most success- 
ful club affairs. Arrangements for the 
tournament were in charge of the fol- 
lowing committee: William D. Driscoll, 
Hartford, chairman; J. J. Conaty, Dr. C 

Hl. Fornell and H. P. Hall. 

Among the donors of prizes for the 
tournament were John Turn, I. A. St. 
John, Richard Deming, John J. King, 
Thomas J. Grahame and President Fal- 
conet. 





State Heads on Retaliation 


The following were the winners of 
the prizes: 

A. Duncan Reid trophy was won by 
Thomas J. Grahame. 

First event—36 holes, medal play, low 
net score. Class “A”: First, Thomas J. 
Grahame; second, J. M. Haines. 

Class “B”: First, James A. Roe; sec- 
ond, H. P. Jackson. 

Second event—18 holes, medal play, 
first round only, for President’s trophy, 
won. by J. J. Conaty; second, C. B. Tip- 
pett. 

Third eyent—18 holes, medal play, 
afternoon round: First, S. F. Norwood; 
second, O. W. Gott. 

Fourth event—Best ball foursome. 
Medal handicap play. First, Indemnity 
Insurance Co. of North America, repre- 
sented by H. P. Hall and James A. Roe; 
second, Hartford Accident and Indem- 


nity Co., represented by W. D. Driscoll 
and W. Earl. 

lifth event—Kickers’ Handicap, for 
guests only, first round to count. First, 


W. Novak; second, Kellogg. 

Sixth event—Company Trophy. Ag- 
yvregate low net score of any two mem- 
bers representing their company. First 
and second best. lirst, Globe Indemnity 
Co., represented by T. J. Grahame and 
S. If. Norwood—Sterling Silver Flower 
Vase. 





(Continued from page 15) 


partment in its exercise of extra juris- 
diction, and, frankly, had any of our 
companies been, in any way, hampered 
by such an attitude, we would have used 
every force at our command to secure a 
recision of the ruling.” 

North Dakota 

A. R. Aslakson, deputy commissioner, 
of North Dakota, said: 

“The question brought up has never’ 
presented itself for our consideration as 
there are no North Dakota companies 
doing business in the State of New 
York.” 

New Jersey 


Thomas K. Johnston, deputy commis- 
sioner of New Jersey, answered the law- 
yer’s letter by giving some news. He 
said: 

“The General Insurance Company of 
America, of the State of Washington, 
was recently authorized by this depart- 
ment to do business in New Jersey.” 

District of Columbia 

Thomas M. Baldwin, Jr., Washington, 
D. C., acting superintendent of insur- 
ance, is personally opposed to retaliatory 
laws. In reference to the General In- 
surance Company of America, he wrote 
the following letter to Superintendent 
Stoddard : 

“I have your recent letter and beg to 
advise that I intended to tell you in my 
previous letter that owing to a great 
rush of business in the office I would 
not be able to immediately reply to yours 
to me, but would do so at a later date. 

“However, in answer to your first 
question, beg to advise that under no 
circumstances would we require a com- 
pany applying for admission to do busi- 
ness in the District of Columbia, incor- 
porated under the laws of another state, 
to amend its charter or pass a resolution 
to the effect that excess powers will not 
be availed of in the District of Colum- 
bia. For instance, if one of your com- 
panies is permitted to do certain lines of 
business that our laws do not cover or 
prohibit, then we allow that company to 
do the same classes of business here that 
they would be permitted in your state. 

“For your information, I am attaching 
first, an extract from our Code covering 
Section 646, showing the classes of in- 
surance business that are permitted in 
the District of Columbia under the old 
Code, which you will notice covers prac- 
tically everything except fidelity and 
surety business; secondly a copy of the 


Marine Act of March 4, 1922, which I 
think, and I believe you will agree with 
me, outside of the life insurance busi- 
ness covers about every class of business 
that can be thought of and if you have 


any companies in your state doing any 
lines of business not covered by the two 
attached documents, please advise me 
What it is. 

“T do not know whether you have ever 
seen a copy of the Marine Act as it 
covers the District of Columbia, but in 
as much as it is the product of the 
matchless brain of Dr. S. S. Huebner, I 
think it is a document that would be 
hard to improve. 

“IT certainly do not believe that if our 
law permitted a wider coverage than the 
New York law that a District of Colum- 
bia company should be limited only to 
writing in the District of Columbia the 
New York coverages as a condition for 
its admission in your state.” 


Montana 


George P. Porter, Montana state audi- 
tor, said: 

“T can readily understand the position 
of jurisdictions affected by the ruling 
of the New York Department and I 
agree with Stoddard’s assertion in the 
paragraph quoted in your letter and 
taken from his ruling; that I object 
strenuously to the assumption of au- 
thority by the State of New York in 
attempting to curtail the coverages of 
any Montana companies seeking admis- 
sion to that State.” 


Oregon 
Will Moore, Oregon Commissioner, 
said: 
“I have written a letter to Colonel 
Stoddard saying that I have read his 


memorandum very carefully and that I 
desire to commend him upon the com- 
pleteness and correctness of his opin- 
ion.” 

New Mexico 

Walter B. Wagner, deputy for insur- 
ance of New Mexico, wrote this: 

“We are of the opinion that if any 
of the New Mexico insurance companies 
enter or attempt to enter New York 
State and the Insurance Department of 
that State attempted to say to him that 
they must stop writing all forms of in- 
surance that the State of New York did 
not sanction, this department would be 
constrained to retaliate against com- 
panies with their home offices in New 
York or which had been incorporated 
under the laws of that state. 

“We, of course, understand and are 
willing that the State of New York shall 
specify the forms of insurance that a 
New Mexico company should write in 
New York, but we certainly object to 
the State of New York prescribing the 
forms that the company might write in 
other states.” 
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SUMMER A 


UMMER means to the householder (ib 





ip open windows, week-end trips, auto- (i 
(id mobile rides in the cool of the evenings lid 
and vacations. li5) 
() () 
UMMER is harvest time for sneak 2 
(rs) thieves, second-story men and others ip 
(ip) of that ilk. (1b) 
(3 
GUMMER means extra money in the B 
is) pockets of insurance men who are is 
IF) equipped to write Residence Burglary, (5 
Theft and Larceny Insurance. oe IF) 
("5 lis 
1D 
(p I) 
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OF MARYLAND 


Baltimore, Md. ib. 


\f you are not already adequately represented in this 


territory | will be glad to have full Information regarding {by 
BALTIMORE ; an agency connection with your Company. 


1D 
Fidelity and Surety Bonds ' I i chs trcvenacestatcliaiieiieieeiiias : 


| . and Burglary Insurance NI: ickinassaceuebdiaiewamiaiiataadenmiialnds (ib 
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“The Bonding Company 
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REPUTATION 


Extracts from an address by Walter C. Hill, before 
Examining Underwriters Association of 
New York, on April 8, 1924 


“Reputation is the brand people set on themselves. 
Through their reputations their differences are recog- 
nized. Know a person's reputation and you can judge 
what he would probably do under given circumstances. 
You can tell if there is an element of risk over the nor- 
mal or usual risk on the property insured. 

‘Take a man who has established a reputation for reli- 
ability. A man who is known as one who will discharge 
his full responsibility. Such a man pressed for money, 
about to fail in business, does not add moral hazard to 
the risk you carry on his business or his home. 


‘Take another man, who has established a reputation 
for unreliability, known to be irresponsible in his trans- 
actions, not willing to take his losses, one who will beat 
you if he can. Such a man, pressed for money, his busi- 
ness failing, brings moral hazard into the risk. His 
business, his home, or anything he has insured, where 
ashes may be cashed, is a risk against which there is no 
way to figure an adequate premium.”’ 
With Companies, as with men, a good name is the out- 
growth of performance. Those who know The Glens 
Falls as the ‘‘Old and Tried”’ bear witness to the fact that 
seventy-five years of devotion to the highest insurance 
ideals have built up a reputation that 1s beyond price. 


“OLD and TRIED” G, Ae FOUNDED in 1849 


INSURANCE COMPANY 
GLENS FALLS, N. Y. 


President 

E. W. WEST 
Vice-President 

H. N. DICKINSON 
Secretaries 

F. M. SMALLEY 

F. L. COWLES 

H. W. KNIGHT 

J. A. MAVON 
Assistant Secretaries 

R. S. BUDDY 

C. R. WHITEHEAD 


Treasurer 


R. C. CARTER 
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